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The new policy contracts of the Provident ° ° P 
Mutual make it easy for an agent to fit a policy to Fire, Tornado, Automobile, Sprinkler 


a definite need of his policyholder. Leakage, War Risk, Explosion 


The policyholder also finds it easy to understand ° : 
that his particular purpose in taking the policy and Kindred Lines 


ssl comely COUTERE Ot : SECURITY—Resources ample for all obligations 

These policies are thus admirably adapted to an SERVICE—Expert advice on insurance problems 
Insurance Programme—for the protection of the 
policyholder’s family or of his own old age, through 


income—for the education of his children—for the 
protection of his business or of his estate—for the CECIL F. SHALLCROSS, UNITED STATES MANAGER, 


cancellation of a mortgage or other debts. 76 WILLIAM STREET, NEW YORK CITY 
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Statement at Close of Business December 31, 1923 


ASSETS LIABILITIES 


Book Value of Real Estate $129,912 .0% Reserve (Less Reinsurance)................... $3,553 481. 00 
: oy Misha Ba Extra Reserves for Double Indemnity and Total 
Real Estate Loans and Bonds.............e00- 1,838,479 .4: Disability. .... 128,933 .00 
>. > 
SS EES EEE OCT OE TET LOE 1,086,280 .05 Preseyt Value 06 Future Payments under Month- sain 
ly Income Policies............... 17,838 .00 
37,524.67 Death and Disability Claims Reported (Com- 
pleted Proofs not Received, etc.).... 14,238 .92 
State, County, School District and City Bonds Coupons left with Company and Interest Thereon 554,903.63 
PTVRARER EOS) co hn ns noc bow shoes .....+ 1,060,090 ,23 Premiums Paid in Advance ia 12,285 .32 
i See ea Unearned Int. Paid in Advance... . 36,544 .88 
Libs rty and Victory Bonds and U.S. Certificates _ Medical Examiner’s Fees and Inspection ' Fees 
of Indebted 742,200. (Accrued).... ne 2,198 .50 
Ro. seal oa Accrued Taxes (Estim ated). 30,000.00 
ots . 8,395 .2 . : 
Cash (Bonded) 18,395 . Other Accrued Bills 9,166 .09 
Contingency Reserve.......... 


Renewal Premium Notes. .........0.-ce0: 


Certificates of Deposit (Bonded)........... 143,547 .53 

Outstanding Net Premiums within Policy $4,389,589 .3- 
e and all other Net Assets............... 205,799.66 CAPITAL STOCK 500,000. 

IN DU ROR BO iain 5 ia Sv aus olen etna 402,639 . 5: 


PEE DUA SSE Oe iid cia orate oa, sca biace ai $5,292,228 .86 $5,292,228 .86 








cellent General Agency Oppor- Surplus to Policy Holders H. R. CUNNINGHAM, 


Vice President and General 


ies open in Iowa, Minnesota, $902 639 52 
: ; k Manager. 


ado, Oregon and California. 
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A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 
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Reliance Life Insurance Company 
PITTSBURGH, PA. 
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NEW YORK SALES CONGRESS BIGGEST EVER 


Over Seven Hundred Attend Sessions---Prize Contest Creates 
Interest 


before this fourth annual one-day sales congress in order to 
give their fellows the benefit of such selling helps as they 
had been able to accumulate during their extensive experience. 

The first speaker introduced by President Foehl was Graham 
C. Wells, president of the National Association of Life Under- 
writers, who received an ovation at the hands of those assembled 
when he rose to address them. Mr. Wells, talking on the 
subject of “Cooperation,” outlined the results which had been 
achieved within the agent’s ranks by establishing a harmonious 
rapport between the various branches of the business and be- 
tween the men who were engaged in it. The principle of unity, 
said Mr. Wells, can be more successfully applied to agents who 
are selling life insurance protection than to perhaps any other 
class of individuals. The various associations, by work- 
ing cooperatively, have brought about such improvements in 
existing conditions in the life insurance world that the agent, 
instead of being looked down upon by his prospects, is now 
regarded as an expert professional man having a definite 
commodity to sell and selling it to the best of his ability and 
training. Cooperation, continued the speaker, was the fulcrum 
upon which the lever of sales effort was balanced and operated, 
and its presence among any group of individuals was tantamount 
to a guarantee of final success. Mr. Wells urged all life 
insurance agents to join some underwriters’ association and in 
this way present a solid front to the public which would compel 
the admiration and respect of the nation’s citizenry. 

E. Paul Huttinger, of the legal department of the Penn 
Mutual Life Insurance Company, was the next speaker to 
come before the meeting. Mr. Huttinger, whose topic was 

(Continued on page 27) 


SHIN the fourth annual one-day Sales Con- 
gress of the Life Underwriters Association 
of New York got under way at the Hotel 
Astor in that city Tuesday morning, about 
500 men and women had gathered for the 
sessions. This number was added to from 
time to time during the forenoon until 
upward of 700 persons were in attendance. 

The meeting proper was opened by Charles A. Foehl, president 
of the association, who occupied the chair throughout the 
morning, and his talk on “The Object of the Congress” fol- 
lowed an invocation by the Rev. Albert Sheppard and’ some 
inspirational singing led by William S. Eisenhauer, without 
whose enthusiastic personality it would seem that no life under- 
writers’ convention is complete. President Foehl’s welcoming 
remarks pointed out the fact that this sales congress was to 
be devoted to “the average agent and the average case” and 
that, as a consequence, all the speakers would be limited to 
discussions of only those selling points which the ordinary 
life insurance agent might require in the every-day course of 
his business. The life insurance agent, said Mr. [*oehl, has 
advanced in the knowledge of his profession and in the study 
of those factors which lead to success until he now exerts an 
immeasurable influence throughout the community in which 
he lives. Here and there are men who, by constant application 
and intensive training, have acquired special aptitude in the 
selling of life insurance for any particular need and it is to 
these men that the average agent frequently looks for guidance 
and for information regarding the best methods of field work. 
Such men, Mr. Foehl intimated, had been induced to appear 
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‘THE MAKING OF THE FIRE INSURANCE RATE 


Edward B. Hardy, fssistant Manager, New York Fire Insurance Exchanges 


Seventeenth Article 


ANANTH ANNAN AMATO wl. 







A Pamphlet of 1861 


One of the most interesting pamphlets published prior to 
the Civil War dealing with the question of rate with which we 
have come in touch is the one compiled for the agents of 
Northwestern Insurance Company by Julius White, general 
agent at Chicago. The salient paragraphs in the introductory 
part which deal with the question of rates are interesting: 


INTRODUCTORY 

It must be remembered that the basis of fifty cents on brick or stone 
buildings occupied for business purposes, and of thirty-five cents for 
brick or stone dwellings, &c., are for such buildings as are described 
in the “Standard,” and for no other. For any deficiencies in the walls, 
roof, or other details of construction, the charges provided in the table 
of “Additions to Standard Tariff,’ must in no case be omitted. A 
little experience will convince the agents that a systematic method 
of estimating the rate is the most convenient, as well as the most 
satisfactory, to all parties concerned. 

First, because it furnishes to the 
he is charged. Second, it furnishes the company the same reasons, 
showing that the rate is adequate—thus obviating all differences of 
opinion between the officers and agents concerning rates, and the fre- 
quent correspondence growing out of such cases—as well as the neces- 
sity of cancellation of policies, as is sometimes the case. At the first, 
this method may appear complicated and troublesome; but such is not 
the case. The charges for deficiencies in walls, roof, cornice, &c., 
will soon become entirely familiar, so that even without reference 
to the book, the agent can make up a rate promptly, as well as cor- 
rectly. There is then nothing to do but add for the occupation, and the 
exterior exposure. 

The practice of horizontalizing rates—that is, to charge the same, 
or about the same rate, on all buildings constructed of the same mate- 
rial (brick, for instance), is as absurd as it is general. It is unjust to 
all parties concerned—discourages the erection of good—encourages the 
erection of poor buildings; and is, in our judgment, one of the promi- 
nent causes for the sweeping fires which desolate American cities oc- 
casionally. Discrimination in the rates of insurance against poorly con- 
structed buildings would do much to prevent these great disasters. 

We have found a variety of opinions among local agents regard- 
ing the degree of hazard, and the proper charge for the same, from 
exterior exposures; and with the hope of approximating uniformity in 
this also, we have prepared tables for estimating the hazard from 
such exposures, illustrated by a few diagrams, to which we call your 
attention. The remarks respecting the tariff or rates will also apply 
measurably to this feature of the business. Indeed, the proper esti- 
mate of exterior exposure is quite as important as any other part of an 
agent’s duties. We, therefore, respectfully but urgently ask you to thor- 
oughly examine these tables, with the illustrations accompanying them, 
and the principle upon which the system is predicated. Guessing at 
rates, and guessing at exposures, we intend to abandon; and propose 
to know, hereafter, what we insure, and whether we obtain a fair rate 
for the risk undertaken in each case. 


In the general instructions, which covered some 21 para- 
graphs, paragraph 21 fixes the compensation and this is 10 
per cent on the net premiums received and in addition a charge 
for the survey to be paid by the insured as may be customary 
in the place where the risk is located. The salient features 
of the paragraphs are quoted : 

Page 5, paragraph 7 
Rates.—The tariffs for the different descriptions of buildings, occu- 


assured the reasons for the rate 


been made, 


have been 
care, and must be considered the lowest at which they 
Should responsible companies, 


pations, &c., to which allusion has already 
prepared with 
may be respectively taken. however, of- 
fer to insure at lower rates, local agents of this company will advise ys 
of the fact, stating in what particulars the difference consists, We 
shall not refuse to write at the figures made by our responsible com- 
petitors, unless, in our judgment, they go below the point which pru- 
dence dictates as the minimum. Below that we shall never go. Wher- 
ever it is practicable, an agreed tariff ought to be established by the 
agents of the different companies interested, and we wish our agents to 
join in all movements having for their object the maintenance of ade- 
rates. In all cases, reject the risk, unless an adequate premium 
First-class dwellings, detached (that is, too feet or more) 
occupied by the owners, not kept for renting, are 
A selection of choice risks js 


general and 


quate 
is paid. 
from other exposures, 
the best risks, even at moderate rates. 
productive of much more profit than a large number of 
miscellaneous character. 
Page 8, General Rules and Regulations, paragraph 4. 
OPENINGS 
4. If openings, not exceeding in size an ordinary door, be closed by 
double boiler thick, and framed with iron, the 
erection of which is approved by the agent, no extra charge shall be 
made for them; and in all cases when this is allowed, a warranty shall 
be put in policy that they shall be closed, unless when in actual use. 
5. When buildings are charged for openings in a wall between them, 
not extend above the roof the distance required in 


iron doors, % inch 


if such wall does 
the tariff, no charge shall be made for the deficiency. 
Page 9, paragraph 7. 

FOR Wiptu or STREET 
cents, 


EXTRA CHARGE 


7. A charge of from five to twenty-five according to actual 


width, shall be made on buildings and their contents, 
sixty-six feet to opposite buildings. 


in streets less than 


Paragraph 12 
CARPENTERS’ RISKS 
builders’ in addition to the 


for one month, 


12. Carpenters’ or risks shall be charged, 


yearly rate, as follows: For fifteen days, 
thirty 


cents. 


twenty cents; 


cents; for two months, forty-five cents; for three months, sixt) 


If a carpenter’s or builder’s risk is required for a longer period than 


three months, it may be extended for short rates of 114 per cent per 


annum. 
Paragraphs 16, 17, 18 and 20. 

16, Plate glass doors or windows, when the plates are of the dimer- 

to be separately and specifically in- 

additional to the building, of seventy-five cents 


sions of three feet square or more, 
and at a rate, 
per $100. 

All stocks above or below the grade and not owned by the 
occupant of the grade floor, shall be charged five cents additional. 

18. All stocks in the fourth or fifth floors of buildings, and not owned 
by the occupants of any of the floors below, shall be charged ten cents 
additional. 

20. Ten cents additional shall be charged on all buildings, and their 
contents, adjoining drug stores, and when a building stands between two 
drug stores, twenty cents additional shall be charged: the same rule to 
apply on buildings adjoining rectifying; special hazards of all kinds 
adjoining, shall add to the rate one-fourth of the rate on such special 
hazard. 


sured, 


floor, 








Ti 
jour! 
trust 
price 
Four 
eign 


Char 
Robe 


Sholt 


Insu! 

So 
iG 
Copy 


anc 
we 
life 
aut 
ple 
be 
we 
5] )€ 
in 
wri 
pre 
fal 
ser 
me 


ac( 


pr 





ive been 
‘ich they 
ever. of. 
idvise ys 
ts. We 
le com- 
ich pru- 

Wher- 
| by the 
gents to 
of ade- 
yremium 
' more) 
ing, are 
risks js 
ral and 


osed by 
on, the 
shall be 
ty shall 
use, 

1 them, 
ired in 


actual 


ss than 


to the 
month, 


_ sixty 


1 than 
nt per 


limeni- 
ly in- 
cents 


ny the 


ywned 
cents 


their 
n two 
ile to 
kinds 
pecial 














March 13, 1924 


THE SPECTATOR 


Editorial 








THE SPECTATOR 


Tue SPECTATOR, established in 1868, is a weekly 
«nal devoted to promoting the best interests _of 
a vorthy insurance ot all kinds, The subscription 
oe the United States, Canada and Mexico is 
Gear Dollars per annum, postage prepaid; to all for- 
ise countries in the Postal Union, live Dollars, 


THE SPECTATOR COMPANY 


PUBLISHERS 


eig 


135 WILLIAM STREET, New York 
Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Smith 
Secretary 
Humphrey 
Assistant Secretary 


Charles H. Nicoll 
Vice-President 

Robert W. Blake 
Treasurer ; 
Sholto D. Kirk Fred B,. 


Assistant Treasurer 


Loughton T. 


Telephone, Beekman 41600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 581. 
Sole Selling Agents in America for the publications 
if Charles & Edwin Layton of London, England, 
Copyright, 1924,° by The Spectator Company, New York 








Vor. CXII MARCH 13, 1923 No. XI 








FABLES FOR INSURANCE SALESMEN 


AST week we published the first of 

a series of fables by William Alex- 
ander for “the man in the street.” This 
week we begin a series of fables for 
life underwriters. It is the design of the 
author to publish each series, when com- 
plete, in book form. The first book will 
be of use to the agent as an “entering 
wedge” to arrest the attention of pro- 
spective clients. The second book will, 
in a humorous way, warn the life under- 
writer against the blunders that arrest the 
The 


fables of each series are designed to teach 


progress of inexperienced agents. 


serious lessons in a good-natured way by 
means of humorous and witty parables. 





AUTOMOBILE ACCIDENT 
STA Tl SLIES 
III necessity for the compilation of 
accurate data regarding automobile 
accidents throughout the country 1s a 
problem whose solution is becoming in- 
creasingly important to insurance com- 
panies writing automobile and accident 
risks. The absolutely authentic record 
of the annual number of deaths by auto- 
United States 
is that furnished by the Bureau of the 


mobile accidents in the 
Census; and this refers only to the reg- 
istration area, comprising about 85 per 
cent of the population. Even 
figures are of questionable value, as they 
are not available until 
months after the close of the current 


these 
nearly twelve 


year, due to the segregation of causes 
of death as shown in the reports from 


the several States. Thus the record of 


automobile fatalities during 1922 was 


not published until December, 1923; 
obviously too late to be of any use in 
formulating insurance rates for 1923. 


The National Bureau of Casualty and 
Surety Underwriters has been gathering 
automobile accident statistics somewhat 
earlier, but its findings are subjeet to 
constant revision and are not sufficiently 
broad in scope to be of the greatest 
utility. 

A definite move in the right direction 
with reference to this vital subject was 
made by Louis I. Dublin, statistician 
of the Metropolitan Life Insurance Com- 
pany, during a speech before the Health 
and Accident Underwriters Conference 
in Chicago last week. Mr. Dublin 
stressed the need for accurate figures 
concerning automobile accidents as a 
means of preventing their occurrence 
and as a basis upon which equitable 
insurance rates can be formulated. Two 
points stand out clearly from the body 
of his remarks. One presents the for- 
midable aspect of the situation and the 
other outlines a method of curing the 
evil. The former was brought home to 
his hearers when Mr. Dublin said: 

The costs of these deaths and injuries (due 
to automobile accidents), and the payments 
which your companies are compelled to make 
in indemnities, are enormous. You know better 
than I what the total amounts to; but if the 
social losses, that is, the capitalized value of 
the lives and of the working time lost, were 
included, the totals would be very great indeed. 

With regard to a solution of the 
problem, the speaker made the concrete 
suggestion that the National Bureau of 
Casualty and Surety Underwriters, the 
Association of Life Presi- 
dents, the Health and Accident Under- 
writers Conference, and the American 
furnish 


Insurance 


Life Convention combine to 
financial support of a character which 
will enable the committee on public ac- 
cident statistics of the National Safety 
Council to make its plans effective in 
that both the 
companies and the public will benefit. 


such a way insurance 
I'stimates show that the cost of «his pro- 
cedure would be about $40,000 per year 
for a period of four or five vears and 
that accurate data on automobile acci- 
dent fatalities could then be collected in 
time to be of real service in drafting 
motor vehicle legislation, in adopting 
means of accident prevention and in. 


s 


making rates for automobile and for ac- 
cident insurance. In arguing the expedi- 
ency of the proposal, Mr. Dublin stated : 

It is important that the public should know 
that the insurance companies which are cover- 
ing the financial liability for the automobile 
accidents are anxious to find a way to prevent 
them. 

The entire question is one that cries 
aloud for speedy settlement, and the 
statistician of the Metropolitan Life, 
himself chairman of the committee on 
public accident statistics of the National 
Safety Council, has indicated the way 
out. 





T is going the rounds that the spring 

meeting of the National Convention 
of Insurance Commissioners, which will 
be held next month in Pinehurst, N. C., 
is to be an important occasion. There 
is added interest by reason of the fact 
that the Western Union will hold its 
meeting at the same place and during 
the same week. Furthermore, the Na- 
tional Association of Insurance Agents 
will hold its mid-winter conference in 
Washington next week, and it is note- 
worthy that no program has been an- 
nounced, nor is it expected that one will 
be. So it may be expected that the 
agents will talk instead of listening to 
others talk. They will talk separation 
and endorsement of local board rules. 
All these things point to one more grand 
effort to clear up the separation question 
and to construct some sort of a work- 
commissions. 
practically 
leaves the Bureau in a position to reopen 
The moment 
seems much more propitious than has 


able policy as regards 


The situation in Indiana 
the negotiations for peace. 


occurred in the past, for, althoughasmall 
committee of the commissioners was 
unable to effect a program desirable to 


all parties, it is nevertheless reasonable to 


hope that a gathering of all comniission- 


ers plus a large body of responsible offi- 
cials could do something, especially in 
If the 
Western Insurance Bureau were to ad- 
vance its meeting date a couple of weeks 
and go to Pinehurst instead of Briar- 
cliff, as it now scheduled to do, it would 
prove to be a move which would win 
general approbation. The opportunity 
for decisive action from all the interested 
parties would then be unlimited and the 
3ureau would thus show good faith. 


light of the events in Indiana. 
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John Quincy Adams 


‘the old man eloquent’, came from steadfast political stock. 
His father was second president of the United States; he was 
sixth—which proves a great man may sire just as prom- 
inent a son. Many more such cases might be, were 
every father careful about the training of his children. John 
the elder helped to make John the younger capable of qual- 
ifying for the most exacting of jobs by means of his influence. 
Suppose the elder had not lived to so do? History could 
not today lend valuable space to the biographical account of 
J. Q., that’s all. He might be mentioned as his father’s son; 
not as John Quincy Adams, sixth president of the United 
States. Well, now every father may insure the education of 
his son, so the youngster won't be handicapped at the start, but 
capable of stepping out confidently to achieve the success 
latent within him. In the very words of J.Q., “I would 
not consider, I would not deliberate; I would act!’” ‘Taking 
out this insurance is a necessary thing which cannot judiciously 
be postponed an hour. Example: John Quincy Adams fell 
insensible to the floor of the House of Representatives when 
he least expected to, and two days later died. One quota- . 
tion of his, remember: “Think of your forefathers; think of 
your posterity.’ ‘This latter means: Secure immediately an 


educational endowment policy for your young son or daughter. 


The Prudential 
woeHT Insurance Company of America 
tiamactan Epwarp D. DuFFIELD, President 
> Home Office, Newark, New Jersey 
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TRANSACTIONS OF TEN LARGEST LIFE INSURANCE COMPANIES 
An Analysis of Annual Reports for 1923 


The following valuable tabulation has been compiled from the annual statements of the ten largest life insurance companies of the United States, each having more than 
$1,500,000,000 in force, as filed with the New York Insurance Department for the year ending December 31, 1923: ; 
Industrial Companies——-—-——-—- 





Etna Equitable, Mutual Mutual Life, New York Northwestern John 
















































































Admitted Assets Life New York Benefit New York Life Travelers Hancock Prudential 
Real estate. ......--eseeeee $1,938,193 $13,403,569 $2,463,594 $11,847,578 $7,774,440 $8,363,607 $8,504,468 $15,300,009 
Mortgage loans..........-- 81,303,591 204,749,273 151,848,749 124,557,280 2 7,180 73,034,385 161,340,705 409,807,771 
WAS: OWCO!. =. «<< s'arein cia ses {71,757,555 {342,795,698 121,296,004 {440,946,884 535,623,742 92,871,011 87,242,048 498 624,630 
Stocks owned.........--- tte aaron eval tarreees ; ae. tea 178,131 5,047,544 340,216 848,130 
Collateral loans..........--. 207,500 682,75 111,475 RRO eee. ryote ; 512,500 
Prem. notes, loans to pol’ders. 21,177,087 96,88 166,267,471 90,471,405 29,456,820 24,700,621 68,424,633 
Cash in offices and banks, etc. 973, 5,795,920 6,835,902 4,147,768 2,114,264 3,306,764 11,578,758 
Deferred and unpaid prems. . 4,885,274 12,742,800 16,129,735 10,088,721 8,333,334 6,575,033 18,202,883 
Accrued interest and rents... 3,948,939 9,891,118 15,357,686 9,750,315 3,351,789 7,344,016 16,113,509 
Total admitted assets ... @191,791,896 686,944,557 695,748,508 1,003,773,762 589,029,700 572, 299,353,871 1,431,399,418 1,039,412,823 
Book value over market value Pe Py oe Pontes ; 11,081,007 37,249,538 884,393 Fa amenvete 342,353 1,858,888 739,285 
Assets not admitted........ 687,265 1,859,533 13,850,793 12,987,595 3,927,659 775,535 2,548,164 8,904,279 7,058,677 
Liabilities 
Policy reserve......5-- sss 155,452,173 560,310,292 311,648,313 582,809,370 800,574,178 503,577,213 199,517,268 262,234,485 931,886,794 
Reserve on supple. contracts. 2,657,378 10,059,122 8 463,572 6,463,049 14,324,318 13,897,718 7 852,58: 866,451 5,677,226 
Policy claims.......... Aap 1,360,319 1,730,467 1,348,417 5,694,790 7,628,870 1,941,477 1,848,30! 872,447 7 5,683,318 
Divds. apportioned for 1923. . 2,381,406 38,846,000 15,913,783 38,177,463 54,800,321 25,517,761 182,449 6,775,000 17,687,744 17,310,266 
Set apart for deferred divs... 6,074,219 11,797,483  4@18,685,946 53,159,303 20,352,917 39,048,591 521,970 129,729 11,092,549 15,498,579 
Unassigned funds...... a 18,950,841 47,095,394 eae po eae wire a70,763,133 agent aC 10,127,057 22,141,387 74,749,412 45,337,318 
Unpaid divs., divs. to accu- i" 
mulate, other liabilities... 4,915,560 14,105,599 5,463,200 9,443,533 35,330,025 5,046,940 2,523,119 6,334,372 22,449,641 18,019,322 
Income 
Premiums on new policies. . 6,363,733 20 452,636 6,319,817 14,755,382 25,463,730 9,987,137 10,242,706 4,951,945 29 724,352 16,521,831 
Renewal premiums.... .... 28,352,626 81,858 453 36,932,533 66,319,505 117,571,445 60,509,170 41,653,408  @52,704,756 4279,21 1,465 6228,080,575 
Divs. ap. to pur. paid-up ins. 46,741 3,30 801,519 5,541,430 4.374.666 2,428,341 22,882 205,838 435,900 290,999 
Divs. ap. to pay renew prem. 1,157 ,130 11,233,835 10,538,222 13,243,788 15,228,042 14,933,696 35,541 4,243,254 6,997 ,993 6,755,841 
Sur.val.ap. to pay renew prem, 12,867 195,6 28,706 891,835 , gt, ner 21,188 35 W4Z, 718 sw we ecesecs 
Sur. val. ap. to pur. pd-up ins. 251,224 1,673,775 Galeries Poy ° a Piva erate ceteks Adenine 820 602,676 idvetwndas. eeaguuas :. 
Annuities... .. aie 1,780,129 2,71 111,589 2,168,578 794,010 144,258 1,320,428 114,648 1,149,979 1,266,467 
Prem. for dis., doub. indem. . 1,176,004 3,75: 2,932,319 6,301,669 87,769 1,725,829 280,244 2,591,764 1,725,709 
Total premiums.... 39,140,454 125,193,874 105,852,837 170,041 354 88,090,371 55,022,802 63,103,396 320,254,171 254,641,422 
Received on supple. contracts. 3 694,012 274 2,437,248 1,105,220 151,861 933,384 2,250,116 
Interest on mortgages....... 4, 6,518,972 13,628,841 3,637,541 8,507,175 30,051,120 20,138,121 
Interest on bonds and stocks. 3, 20,400,194 9,713,087 4,140,998 3,612,594 28,645,364 22,664,899 
Interest on other securities... . 1 5,509,448 5,158,124 1,547,473 1,241,906 5,271,607 3,¢ 19,647 
ROMA) occu he tadece ase aie 792,539 1,499,679 325,698 858,441 741,714 3,734,051 1,623,527 
Total interest receipts . 9,196,058 31,334,891 17,122,417 33,928,293 32.966  28.825,.750 10,184,453 14,103,389 67,702,142 48,146,194 
All other income... .. ay 111,266 1,948,213 138,946 1,874,425 2,910 129,274 343,300 395,413 3,487,890 _ 621,785 
— WHCOME..< 6c 6.6: 49,270,040 161,256,712 73,711,281 145,349,567 71.504 119,482'643 65,653,775 77,754,059 392'377.587 305,659,517 
Disbursements 
Death losses paid........... 13,059,364 31,393,900 14,097,174 23 35,562,581 22,418,454 13,161,276 14,947,792 62,495,938 50,359,468 
Matured endowments....... 3,947,134 20,024,792 2,557,428 16 26,105,648 7,170,844 1,841,196 2,446,071 28,111,946 10,335,207 
AMNUIEICR co.cc. ose a sess S 2 . 774,997 1,888,557 27,890 30 906,092 228,495 492,899 3,035 248,808 273,075 
Surrender values........... 4,377,498 21,481,279 7,447 923 97 »7 809,688 11,431,792 4,394,456 6,316,659 20,638,985 12,831,682 
Dividends........ og 1,882,819 33,408,364 13,000,192 31 -b73,597,562 20,312,979 60,289 5,300,627 20,917,228 34,652,416 
Disability and double indem. 746,192 1,094,675 oo 0 1,809,842 7,729 582,288 50,908 1,268,805 1,865,037 
__ Total to policyholders . 24,788,004 109,291,568 37,230,607 117,605,327 165,791,413 61,570,293 20,532,404 29,065,092 133,681,710 110,316,885 
Paid on suppl’ary contracts. . 135,383 2,308,755 1,009 246 784,259 1,413,562 1,082 456 1,084,419 127 254 588,503 1,616,676 
Comm. and agency expenses 5,248,888 17,498,745 5,798,748 14,164,125 22, 9 666,462 9,049,768 11,819,570 60,067,871 45,356,785 
Med. ex. fees & insp. of risks 1,090,916 273,737 878,827 399,206 612,663 672,866 1,188,737 
Sal. of offi. & home offi. empl 3,581,045 1,123,35 2,623,544 509,438 1,990,722 2,481,224 6,305,461 
Rents.......... 1,246,745 216,633 935,638 325,698 741,493 953,051 1,881,265 
Advertising... . . 107,877 21,737 64.839 9/829 64,562 188,822 193,259 
Other management expenses 1,680,025 $55,410 1,221,819 792,204 1,118,762 1,289 262 4,356,729 3,092,386 
: Total management exp. 7,889,619 19,888,792 30,731,388 12,702,837 13,577,970 17,404,795 81,796,121 58,017,893 
Taxes aree Me 1,752,779 2,562,981 3,845,026 2,637,911 1,370,994 1,134,529 6,776,999 6,274,250 
Repairs and exp. on real est 33, : 65,149 466,026 323,797 162,034 55,700 186,890 1,501,877 799,304 
Losses ete een 53,066, a165,463 241 503,058 3,303,670 27,274 b413,814 64,064 b5,765,978 1,402,077 
a Total mise'l disburse 12,320,306 30,749,996 10,717,034 24 205,116 39,617,443 16,502,897 3 96,429,478 68,1 10,200 
Total disbursements. ....... 37,108,310 140,041,564 17,947,641 141,810,443 205,408,856 ° 37,035,301 230,111,188 178,427 085 
Income saved... ; es 12,161,730 25,763,640 3,539,124 17 662,648 299,938 7 162,266,399 127,232,432 
* 94,816 15,383 121,482 236,521 72,080 544,571 384,647 
x Policies + So) SUSI acces” «See i: 311 __, 138 
New insurance t : : ; Se E Bie ie ae 579, 3,957,233 2,750,495 
written; paid-for * 252,287,727 589,946,887 196,206,491 424 184,966 698,456,214 310,020,444 399,363,410 168,266,643 962,141,325 537,170,616 
basis........../Amount + 95,320,587 SFOGEOQOS- ficlkeees | Seeds pate Asnre Seana 90,247,440 ....-- 252,835,470 27,230,943 
t : .; ; ; é os te Sgt San 129,027,664 765,448,507 ) ‘ 
Insurance revived / 1,548,555 3,373,009 378,173 3,890,300 8,969,797 3,839,539 2,920,697 3,226,647 103,439,782 
and increased ; S7530 004 SSOGR1I90 icccccas ages ues. eee? ey GESISIOR ck. cercanies 7,947,323 
(net)... es t : wake. 3 — (ese J amaeberees 48,993,339 123,412,272 
* 253,836,282 593,319,896 196,584,664 707,426,011 313,859,983 402,284,107 171,493,290 1,065,581,107 
Total new issues +  122'859'591 81.993.192 Sel. eee 144,580,706 .......... 260,782,793 
: Bente Sete aa Se Oe .. se. ss. 178,021,003 — 888,860,779 
* 52,997 95,083 21,228 147,906 35,951 38,162 42,149 284,607 
Policies + 59 72 ws apahtvaren etal : Pee 117 78 
Insurance termi-| t nie EER ide. “eR sina bakes macaietdete oar 532 
Natedh ccc c * 103,375,523 52 72,056,133 €372,865,865 124,271,756 147,315,405 3,721,338 
|Amount + 13,760,109 R colieceiiee- Jaakaeeeeaeen baceaeee 17,655,996 peread 9,868,931 
| t : nae Ae ee ete uieheeisieera crnEy head AA» WHEL RO Ce aera 85,703,966 390,937,299 
> * 362,115 1,036,155 521,904 1,809,506 523,233 701,723 ata 
!Policies + 325 2. ct twewe alate 2,435 wesraleees ,0¢ 
Insurance in force: ‘cee : ote cas ' eee ai . oie Atos : tae Mactan ae 4,090,396 26,377,011 22,976,456 
paid-for basis. . } * 1,120,261,722 2,978,972,189 1,653,277,782 4 376,729,804 1,818,981,887 1,021,482,358 4,710,630,635 3,093,585,139 
|Amount 7 473,327,028 SOF CORIS | Sone Sclecee)  lecGewceees <ecests sineis GIG. JSRISS «ke wwe te wes 617 467,114 88,102,396 
: «cactus : Dinumeetite “egekenmsckie: coeaaeeeiiua on acmemssec tenes $42,295,344 3,910,156,319 3,955,395,856 
Net gain in amt. / * 150,460,759 320,454,144 124,528,541 254,968,702 102,612,997 681,859,789 359,142,185 
m foree......... { t 109,099 ,482 64,696,371 She caie eaters pba 3 | eer 250,913,862 27,879,968 
: SES AMEN REN? See atlas 92,317,037 4971923,480 435,813,573 





* Ordinary business. + Company transacts group insurance; in this case the first item relates to ordinary insurance and the second group insurance. ¢ Company transacts 
ndustrial insurance; where such company also transacts group insurance the first item is ordinary; the second, group, and the third industrial insurance. oe 

Aetna Life—a Exclusive of $32,855,400 assets of accident branch. _b Includes $3,000,000 dividends to stockholders. Equitable Life—a Includes $7,000 dividends to stock 
holders, Mutual Benefit—a Divided as follows: Suspended mortality, $9,646,163; dividend equalization, $76,273; security fluctuation and real estate depreciation, $8,963,510 
New York Life—a Including security fluctuation and general contingency fund, market value basis, $69,513,133; reserve for future expenses on paid-up annual dividend policies. 
$1,250,000. 6 Includes $26,850,024 paid on policies transferred to foreign companies. ‘¢ Includes $1,655,869 paid Nylic. d Includes $52,183,214 business transferred to foreign 
Companies. ‘Travelers—a Excluding $63,519,916 assets (including $10,000,000 capital) accident branch. 06 Includes $400,000 stock dividend. John Hancock—a Includes indus- 
trial premiums. Metropolitan Life—a Includes $155,970,397 industrial premiums. b Includes $5,299,837 for health and welfare work. Prudential—ea Includes $2,000,000 capital, 


of which $1,889,838 is held by trustees. 6 Includes $155,925,095 industrial premiums. 
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THE LIBERTY LIFE INSURANCE COMPANY ACCIDENT 


TOPEKA Liberty Life Building KANSAS 








FIFTH ANNUAL STATEMENT 
As of December 31, 1923 





ASSETS LIABILITIES 
Mortgage Loans... . I an as Ae weeeeeese» $659,280 .00 Reserves, Life. nha en an = $909,487 .28 
20 hel 0 ‘fe ? 163,363 .33 Reserves, Accident and He alth. entrar ae ; 21,882 .87 
Liberty and Municipal Bonds 399,925 .00 Taxes, Current sills, Ct... 0. 6. cos oe sew eds 3,850 .92 
Accrued Interest..... , ee 27,001 .53 Premiums Paid in advance. Breet nr eee er 2,062 .12 
Net Deferred Premiums......... Ao eee 36,215.55 Interest paid in advance. Teer Tee 4,660 .41 
_Cash on hand and in Banks... : 54,242 .26 Claims in process of adjustme nt: 
Other Assets......... Dae oe ck hd Hee ania 18,347 .48 Life Department. te ae eee 10,000 .00 
—$—— Accident and Health. Dept.. Death Ae Ne ae 4,029 .50 
For Protection of Policyholders $1, 358,375.15 Ad Other Habilities..........50.5 LE re 21,130.91 
Non admitted assets here 10, 055 ».47 CapitaleSlOek cc < 66: snes estes she Sa aes 300,000 .00 
—_———_—_—— Unassigned Surplus............ Sees eet ; 71,215 .67 
Total Admitted Assets .$1,348,319.68 -——— 
Excess Security to Policyholders....... .. $371,215.67 
Total. ON ER Orr eee? ... .$1,348,319.68 
RECEIPTS DISBURSEMENTS 
geticl Tce © (ee re = A $656,947 .70 Policyholders and Beneficiaries............ .. $141,401.77 
Premiums, Accident and Health..... ; $4,479 58 Other Disbursements..... ROR Son ona 307,662 .40 
Other Income...... eae 63,152 .75 Income over Disbursements........... Aen 355,515 .86 
motal........ ie : $804,580. 03 Total Rome nada be ea adle ances a. QOGRaeGs03 
a RN ios secede ee ew oe ee a ee oe $470,132.88 
Inewense in Conital ond Sure... .... 2. «66. oe ee cee eee es 113,472.47 
Increase in Dividends paid Policyholders................... 23,088.33 
Increase in Total Premiums Collected...................... 173,713.54 
NNN I OE ik 5 ooh nk od se ARG SORE ee 
Increase in Life Insurance in Force................... .... 3,359,811.00 
Renewal Premiums 1923 in Excess Total Premiums in 1922...................... ...... $16,614.94 
Insurance in Force - ” - - ~ $16, 182,011.00 
OFFICERS AND DIRECTORS 
GEN. WILDER S. METCALF, President OTIS S. ALLEN, Attorney 
CHAS. A. MOORE, Vice President and Manager CHESTER WOODWARD, Topeka 
WILL W. McBRIDE, Second Vice President DR. C. S. HUFFMAN, Columbus 
E. G. FOSTER, Secretary CHARLES F. BOLTON, Scranton 
DR. H. B. HOGEBOOM, Medical Director JAMES R. PLUMB, Emporia 
CLAUD L. CLARK, Treasurer and Actuary B. P. SCOTT, 3rd V. P. Manager Accident Dept. 


CHARLES A. MOORE, General Agent 
The Liberty; Life is licensed to write business in Kansas, Nebraska, Wyoming and Arkansas. Attractive openings for Agents 
in Life and Accident Departments. 























worth, possessing executive ability and energized initiative. 


The Southern States Life Insurance Company 


SOUTHLAND 
LIFE INSURANCE 
COMPANY 





















i» DALLAS, TEXAS 
CASES AABN AV et 
ies saps ee 4 ny Ti Se 
newrrihi ise Insurance in Foree 
asst Het Elo coe qi" 3 ) } 
_— a 7 CHS ES Over $75,000,000.00 
Wilmer L. Moore, President Robert F. Moore, Secretary atte eee cE 333 Ht eee 
~ Ttcil ek Bee SEE eG OY SS NTT HT : 
TEXAS TENNESSEE bth GEE EE a HARRY L. SEAY, President 
WANTED GENERAL AGENTS. We are prepared to give sy + FET EE eH CLARENCE E. LINZ 
attractive general agents’ contracts in the above States to me Steen ee a a 
men of experience, proven success, character and some financial * se . : Vice President & Treas. 


P. N. THEVENET, 
Vice President & Sec. 


PAUL Y. MONTGOMERY, 
Vice President & Actuary 


Wilfred S. McLeod, Agency Manager. 








Atlanta, Ga. 
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WASHINGTON NEWS 


Would Exempt Mutuals from Cor- 
poration Tax 


AMENDMENT TO REVENUE BILL 


Paid-Up Insurance for Soldiers Endorsed 
by House Committee 
Wasuincton, D. C., March 7.—Farmers’ 
mutual hail, cyclone, casualty and 
panies would be exempt from the 1214 per cent 
corporation tax, regardless of the source of 
their income, under the terms of an amendment 


fire com- 


to the revenue bill which has been introduced 
in the Senate by Senator McNary of Oregon. 
Senator McNary’s 
the effect of striking out paragraph (No. 10) 
Section 231, the provision that exemption of 
of Section 231, the provision that exemption of 
substantially all the income consists of amounts 
collected from members for the sole purpose 
The term 
“substantially,” it was held by representatives 


amendment would have 


of meeting losses and expenses.” 


of the companies, might be interpreted by the 
Treasury Department to be 90 per cent or more 
It was pointed out that these 
companies often have 


of their income. 
considerable sums of 
money in their treasuries, which they naturally 
put to work, and the funds so earned might be 
construed as lessening their collections from 
members to a point below that at which they 
would form that much of the total. 

Paid-up insurance policies will form the back- 
bone of any bonus bill reported to the House 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 


erence required. Write. 
A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 











of Representatives, it has been determined by 
the ways and means committee, although there 
may be an alternative option for a cash pay- 
ment included. 

Representative Bacharach of New Jersey, 
who has been firm for a bill providing for the 
settlement of adjusted compensation by means 
of insurance policies, has been instructed to 
prepare data on such a scheme. Mr. Bacha- 
rach’s insurance proposal would provide poli- 
cies with values based on the length of service 
of veterans, allowing $2.65 for each day of 
Such a bonus, he estimated, would cost 
in all about $2,000,000,000, and not more than 
$78,000,000, in any one year. 

The plan to include an alternative option of 
payment is 


service. 


cash gaining ground, especially 
among the Democrats, and it is quite likely that 
strong pressure will be brought to bear upon 
the committee to have this proposal included. 
Vocational training and farm and home aid, 
outstanding features of the bonus bill passed 
last session and vetoed by President Harding, 
have been definitely eliminated. 


Liberty Life Makes Big Gains 


I’xcellent increases in various items of its 
statement were made last year by the Liberty 
Life Insurance Company of Topeka, Kansas, 
them 


assets, $470,133; in capital and surplus, $133,- 


among having been the following: In 


472: in reserves, $333,175: in life insurance in 


force. $3.350,811: in premiums collected, 
$173,714; and in dividends paid to policy- 
holders, $23,088. The company now reports 


insurance in force amounting to $16,182,011, 


and assets of $1,348,320, with a surplus to 
including $300,000 


Last year the company’s life premiums 


policyholders of $371,216, 
capital. 
amounted to $656,948, its renewal premiums 
having exceeded its total premiums in the pre- 
ceding year by more than $16,000. Its acci- 
dent and health premiums last year amounted 
to $84,480, and its total income was $804,580 
beneficiaries 
life 


Since its organi 


policyholders and 
$141,402. The 


reserves now exceed $909,000. 


Payments to 


amounted te company’s 


zation some five years ago the company has 


paid nearly $343,000 to policyholders and 
beneficiaries, and has broken several records as 
Wilder 
progressive 
A. Moore. 
McBride, 


second vice-president; B. P. Scott, third vice- 


regards companies of its age. Gen. 
of this 


company, its other officers being C. 


S. Metcalf is president 
vice-president and manager; W. W. 


president and manager of the accident depart- 
ment; E. G. Foster, secretary; Doctor H. B. 
Hogeboom, medical director, and C. L. Clark, 
treasurer and actuary. The company is licensed 
in Kansas, Nebraska, Wyoming and Arkansas, 
and has excellent openings for agents 


Georgians Carry Much Insurance 
According to the Monticello News. 
there are twenty-five people in Jasper county 
insured for a total of more 


(Ga. ) 


vhose lives are 
than $1,000,000. 
hold the record among Georgia counties, in 
proportion to white population, for the number 


Jasper county is also said to 


of people insured for $10,000 or more each, 


G 


MAKES GOOD GAINS 
Successful Year Enables Girard Life to 
Increase Dividends 


An increase of over I2 per cent in the 
dividend scale to policyholders was the ultimate 
result of a highly satisfactory year just ex- 
perienced by the Girard Life Insurance Com- 
pany, Philadelphia. The also evi- 
denced their appreciation of the excellence of 


the annual report by the election of Albert 


directors 


Short, heretofore secretary, as second vice- 
president and secretary. Mr. Short has for 
several years been the active manager and 


director of the company’s business. 

The Girard Life set out at the beginning of 
1923 to write $6,000,000 of new insurance, and 
actually did write $6,018,304, this being a gain 
over the new insurance of 1922 of $1,284,361. 
The company now has total insurance in force 
of $24,308,338, representing policies. 
This is a gain of $3,668,269 over the amount 
in force at the close of 1922. 

The company reports a total income during 
1923 of $979,521, of which $816,701 was rep- 
resented by premium income. There was an 
disbursements of 


0,853 


excess in income over 


$374,055. Total assets of the company reached 
the sum of $3,284,790, this figure being larger 
than that of last year by $407,030. 

The company’s investments are entirely in 
bonds and The interest 
earned on the mean amount of admitted ledger 


mortgages. rate of 
assets was 5.1 per cent. 

The sum of $62,194 was paid out to policy- 
dividends, of which 


holders in the form of 


amount $5,416 was taken from a special fund 
maintained for five-year dividend policies. This 
fund now totals having been 
added to it during the vear $13,155. The com- 


$26,877, there 


pany has charged as a liability $0.541 to pay 
dividends on policies which have anniversaries 
during the first half of 1924. 

Along with the promotion of Mr. Short, the 
directors reelected Nathan T. Folwell, presi- 
dent of the company, and Joseph M. Steele, 
vice-president. Wallace was 
elected third vice-president and treasurer and 
Clarke T. Botting was promoted from field 
supervisor to superintendent of agents. Clark 
R. Craig director 
Brown and William were made counsel. 

Three new directors were chosen, these he- 
ing William H. Folwell, Leopold and 


Claude F. 


Richard H., 


was elected medical and 


Jay, 
Taylor. 

ISSUES NEW DISABILITY CLAUSE 
Improved Policy of Bankers Life Company 
Contains Special Provisions 
The new and improved disability clause of 
the Bankers Life Company of Des Moines con- 
tains special provisions for professional men— 

executives, attorneys and educators. 

It provides for a liberal monthly income if 
vou are totally and permanently disabled to 
the extent that you cannot pursue your regu- 
lar occupation. 

Under this new and special disability benefit, 
executives, should the 


professional and 


insured become disabled from any cause so as 


men 


to be totally and permanetly unable to follow 
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More Acres-- Richer Soil E 


Every tiller of the soil in the life insurance field will doubtless be interested 





————e 


to know that, when NATIONAL FIDELITY (the pioneer in Junior Thrift —_ 
insurance) offered complete, man’s-size policies to boys as young as ten, it added i 
approximately twenty per cent to the eligibles for insurance; increased by one- | The 
fifth the acreage to be cultivated and harvested. It went further and provided | Assoc 
a proven, efficient process for securing a good crop. : ai 
arge 
Again, by a highly developed direct-by-mail campaign of continuous pub- of the 
licity and good-will building (a service FREE to the salesmen) NATIONAL BS two 5 
FIDELITY has so enriched the insurance soil that from 25 per cent to 50 per | Willa 
cent greater yields have been secured. 
These are vital, practical matters. If they appeal to you and if you want Presi 
the evidence Mr. 
plenty 


write to 
seriou 


NATIONAL FIDELITY LIFE si 
Insurance Company | & 























Sin 
HOME OFFICE: |  Benefi 
Kansas City, Mo. : J, 
intere: 
RALPH H. RICE, President pr 
$817,( 
return 
346,64 
resour 
a tot 
policy 
“EARN MORE ‘. 
ad p 
Dut 
‘“‘The International Indemnity Co. is to- WITH LESS EFFORT” - 
about 
day upon a sounder basis than at any ree 
time in its career. Its policy is to dispose This is the agency. slogan for ities 1 
: : 1924 for The Lincoln National held i 
promptly and upon an ethical basis of Life Insurance Company. in 10. 
° ° eye ° , : more | 
all claims where liability exists.’’ i Lincoln National Life agents will 
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OO 
his regular vocation, would receive the monthly 
‘ncome provided for even though he were able 
to purse some other gainful occupation. 

The disability benefits heretofore issued by 
nearly all companies did not apply when the 
policyholder was able to pursue some other oc- 
cupation for remuneration or profit. 


BANQUET SUCCESSFUL 
New York Life Underwriters Turn Out for 
Annual Dinner 

The annual dinner of the Life Underwriters 
Association of New York was held at the Hotel 
Astor, Tuesday evening, and brought out a 
President C. A. Foehl, 
of the Association, presided and introduced the 
sattle and Dr. 
Mr. Battle spoke in favor of 
the late 


large crowd of agents. 


two speakers. George Gordon 
Willard Scott. 
the World 
President Harding. 

Mr. Scott, a well-known humorist, provided 
plenty of amusement, but eventually became 


Court as advocated by 


serious and discussed present tendencies in an 
entertaining and illuminating manner. 


Great Record of Mutual Benefit Life 

Since its organization in 1845, the Mutual 
Benefit Lite Insurance Company of Newark, 
N. J., has made a marvelous record in the 
interest of its policyholders. From 1845 to the 
end of 1923 it, had received from policyholders 
$817,691.738, whereas during that period it had 
returned to policyholders the huge sum of $584,- 
346,649, and still possessed, on January 1, 1924, 
resources to the amount of $360,657,510, making 
a total of $045,004,159 paid to or held for 
policyholders, or $127,312,422 more than they 
had paid in to the company. 

During 1923 the assets of this great, con- 
servative policyholders’ company increased by 


about $26,000,000, and its funds beyond its 


policy reserve of $311,648,313 and actual liabil- 
ities increased by about $900,000. The amount 
held tor regular and special dividends payable 
i 1924 was $15,913,783, or about $1,500,000 
more than those held a year ago for disburse- 
ment in 1923. The new paid-for business in 
1923, $197,245,235, was nearly $17,000,000 more 
than in the preceding year. This fine record 
of the Mutual Benefit Life further corroborates 
what has long been known, that the company 
is admirably conducted for the benefit of its 
policyholders, 


W. W. McBride Retires from General 
Agency 

Will W. 

the Liberty Life Insurance Company of Kan- 

sas, Topeka, has retired from the 

agency of Moore & McBride. 

handled the 


McBride, second vice-president of 


general 
This agency has 
business of the 
Though 
general 


entire agency 
Liberty Life since it was organized. 
Mr. McBride is retiring 
agency, he will continue as second vice-presi- 
dent of the company. Charles A. Moore, vice- 
president of the Liberty Life and partner of 
Mr. McBride, will continue the agency under 
the name of Charles A. Moore, general agent. 
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IN PRESS 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


Associated with the firm of Fackler 
and Fackler, Consulting Actuaries, 
of New York City, one of the oldest 
and best known actuarial firms in 
the United States. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 





This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 
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VIRGINIA LEGISLATURE ADJOURNS 


Passes Bill to Increase Tax on Premiums 
One-eighth of One Per Cent 


The Virginia revenue bill, increasing the 
taxation of premiums written by life, fire, and 
casualty companies in that State, one-eighth 
of one per cent, passed the lower house shortly 
prior to adjournment. The law does not become 
effective, however, until ninety days after pas- 
sage, and premiums written during 1923 will 
escape this increase in taxation, as all com- 
panies are required to make their annual re- 
ports to the Virginia Insurance Department not 
later than March 1, and will have paid their 
taxes before the new law becomes operative. 
Some hope of having it repealed in 1926 is en- 
tertained. If this is done, the companies will 
have to pay the increased rate only one year— 
in 1925 on 1924 premiums. Advocates of the 
bill urged in support of its passage that it was 
an emergency measure. An effort was made 
to include foreign fraternals by amendment to 
the bill, but the amendment was defeated dur- 
ing the closing hours of the general assembly. 

During the iast week of the session, the 
workmen’s compensation act was amended, in- 
creasing the minimum weekly compensation 
from $5 to $6 and increasing the maximum 
weekly compensation from $10 to $12. The 
burial benefit was brought up from $100 to 
$150, but no other changes were made, notwith- 
standing the active lobbying of the Virginia 
Iederation of Labor. 

Bills failing to pass were the proposed State 
fund of $800,000 for carrying fire risks on 
State property, giving the Virginia Bureau 
the placing of all fire insurance on State 
property, and provision for an investigation of 
rates charged in Virginia by stock fire insurance 


companies. All of these died in committee. 


Gratifying Gains of St. Joseph Life 

Very satisfactory progress was made in 1923 
by the St. Joseph Life Insurance Company of 
St. Joseph, Mo., as is disclosed by an inspec- 
tion of its statement. Among the gains made 
last year were the following: In admitted 
assets, nearly $200,000; in policy reserve, al- 
most $200,000; in surplus as to policyholders, 
nearly $70,c00; in insurance in force, about 
$1,200,000. The company reports admitted as- 
sets, as of December 31, 1923, of $1,774,206; 
its legal reserve on policies then amounted to 
$1,208,747, and its surplus as to policyholders 
was $497,042. This sum was made up of capi- 
tal, $100,c00; surplus assigned, $197,613, and 
surplus unassigned, $200,029. The insurance 
in force at the end of last year aggregated 
$11,601,685. A large proportion of the com- 
pany’s resources is represented by first mort- 
gages on farm properties, and all policies is- 
sued are registered and secured by such mort- 
gages deposited with the Insurance Department. 
The prinicipal officers of this conservatively 
conducted company are: President, A. L. 
McPherson; vice-president and treasurer, Wal- 
ter W. Head; vice-president and secretary, H. 
FE. McPherson. 
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BUSINESS POLICIES: 


Sometimes it’s a good idea to “let George do it.” 

Right now we are going to let GEORGE W. HINMAN write part of this 
advertisement for us. Mr. Hinman said in the New York American of January 
Ist.: “if American men of business have the sense that they were born with, 
they will hold fast to the policies that have won for them the business confidence 
of the world.” 


ORAZ we 
CATCH ee 


It is outstandingly true that American business depends as much on Insur- 
ance as on Finance; American business policy dictates that every hazard be in- 
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of insuring every hazard fully. 


CHICAGO 


INSURANCE EXCHANGE 





sured. The damage-suit being one of the most serious and unforeseeable hazards, 
big liability limits are carried. The top part is REINSURED by Casualty Com- 
panies; by scores of them, with us; and we solicit more of this type of business. 


Thus is made possible the continuance of the sound American business policy 


EMPLOYERS INDEMNITY CORPORATION 


E. G. Trimble, President 
KANSAS CITY 


LOS ANGELES 
719 DetwiLteR BuILpING 





NEW YORK 
50 Pine STREEr 
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HARPER’S LIFE INSURANCE LIBRARY 


Life Underwriting as a Career—By Edward A. Woods 
President Edward A. Woods Co., General Agents, Equitable 
Life Insurance Co.; Ex-president National Association of 
Life Underwriters. $2.35 


Analyzing Life Situations for Insurance Needs—By 
Griffin M. Lovelace, Director, Life Insurance Training Course, 
New York University. Price, $2.40 Delivered. 


The Psychology of Selling Life Insurance—By Dr. E. K. 
Strong, Jr., School of Life Insurance Salesmanship, Carnegie 
Institute of Technology. Price, $4.25 Delivered. 


Selling Life Insurance—By Dr. John A. Stevenson, Second 
Vice-President, Equitable Life Assurance Society; Formerly 
Director Sshool of Life Insurance Salesmanship. Price, 
$3.75 Delivered. 


Meeting Objections—By Dr. John A. Stevenson. Price. 
$1.60 Delivered. 


House of Protection—By Griffin M. Lovelace. Price, $1.60 
Delivered. 








SEND FOR NEW HARPER BOOK 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

‘Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’’—ZJnsurance. 


PRICE $3.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 




















A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 


$5,000, the face of the policy 
in case of death from any 
cause. 


$10,000, or DOUBLE the 
face of the policy, in case of 
deathfromanyACCIDENT. 


$15,000, or THREE TIMES 
the face of the policy in case 


of death from certain SPEC- 
IFIED ACCIDENTS. 


$50 PER WEEK, direct to 
the insured, in case of total 
disability as a result of ac- 
cidental injury, for a period 
not to exceed 52 weeks; and 
after that $25 PER WEEK 
throughout the period of 
disability. 


A Sound, Conservative- 
New England Institution 


United Life and Accident 
Insurance Company 


Home Office, United Life Bldg. 





Concord, N. H. 

















maces the 
NE! 
Janua 


Sale 
States 
the co 
ing to 
surance 
Sales 
88 per 
ance a 
$538,6¢ 
880,006 

Fort 
based 
force 
ordina 
port m 
the in 
whole, 
just be 
the pe 
per cei 

Con: 
of the 
only o: 
this se 























——— 


1924 


THE SPECTATOR 


Life Insurance 








March 13, 





unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the jbest, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








NEW RECORD IN LIFE INSURANCE 
January, 1924, Sales Well Over Those of 
January, 1923 
Sales of ordinary life insurance in the United 
States during January were 15 per cent above 
the corresponding period of last year, accord- 
ing to figures just published by the Life In- 
surance Sales Research Bureau of New York. 
Sales by companies which had in force over 
88 per cent of the legal reserve ordinary insur- 
ance amounted during January of this year to 
$538,601,000 of insurance, as compared to $466,- 
880,000 of insurance in January of last year. 
Formerly the figures of the 
based upon the sales of companies having in 
force about 80 per cent of the legal reserve 
ordinary insurance. In order to make its re- 
port more representative and comprehensive of 
the insurance situation for the country as a 
whole, a revision dating back three years has 
just been completed by the bureau. 
the percentage of the total business from 8o 

per cent to over 88 per cent. 
Considering the nine geographical] 
of the country, the Kast South Central is the 
only one showing a decrease. 
this section may be attributed to an abnormally 


bureau were 


this raises 


sections 


The decrease for 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
Teasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











high record for January, 1923. The volume of 
is considerably above 
and 1921. Two sec- 
Central and the West 
identical 


sales for January, 1924, 
those for January, 1922, 
the West North 
South Central, maintained a 
to that of last year. The remaining sections 
show an increase ranging from 8 per cent to 
with the Middle Atlantic at the 
top of the list. In twelve States the sales this 
year were below those of last year, but in ten 
of these same States the sales were higher than 


tions, 
rece rd 


27 per cent, 


for January, 1922, and nine of them higher 
than for January, 1921, which means that 1923 
sales were above the average, rather than that 
Sales in the United States 


January 31, 


1924 sales are low. 
for the twelve 
1924, were $6,663,273,000, as compared to $5,- 
571,806,000 for the twelve months ending Jan- 
uary 31, 1923. 

Sales in New York city, Chicago, Philadel- 
phia, Boston, Cleveland and Detroit for Janu- 


months ending 


ary, 1924, were higher than for January, 1923. 
Detroit shows the greatest gain, or 25 per cent: 
with Chicago a close second at 24 per cent. 
Montana Life’s Good Year 

\n inspection of the statement of the Mon 
tana Life Insurance Company of Helena, as of 
December 31, 1923, shows that its assets, re- 
serves, and surplus to policyholders made sub- 
stantial advances last year. The company now 
reports admitted assets of $5,292,229, an in- 
surance reserve of $3,553,481, with additional 
reserves for double indemnity and total dis 
ability; and after providing for al! liabilities 
and setting up a contingent reserve of $30,000, 
the company shows a surplus as to policy- 
holders of $902,640, including $500,000 capital 
An analysis of the company’s progress by six- 
vear periods shows great growth accomplished 
Among the assets of the com 
deposit 


in such periods. 


pany are cash and certificates of 


amounting to $191,043; real estate loans and 
bonds, $1,838,479: State, 
bonds, $1,060,090 ; 
Government $742,200; 


$1,086,280, and other minor items. 


county, school dis- 
United States 


loans, 


trict and city 
policy 
The com- 


borids, 


pany has $3,555,419 on deposit with the Mon- 
tana Insurance Department. A. C. Johnson is 
president of this enterprising company and I] 
T. Cunningham is vice-president and manager 


to whose energy and ability its success is due 
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Ocean Accident and Guarantee Progressing 


Last year the business of the United States 
branch of the Ocean Accident and Guarantee 
Corporation of London increased to such an 
extent that its net premiums exceeded those of 
the previous year by over $1,250,000. Its assets 
increased by over $270,000, and its surplus also 
made a substantial gain after due provision was 
made for all liabilities and a voluntary reserve 
for contingencies of $3,000,c00. The 
paid in this country by the \ccident 
and Guarantee since the establishment of its 
$59,000,000. The 


assets 


losses 


Ocean 


exceed 
now 


American branch, 
United States branch 
amounting to $19,035,151, and a surplus to 
beyond all liabilities and re- 
serves of $1,450,759. Its net premium income 
last year exceeded $13,875,000. United States 
Manager Charles H. Neely merits congratu- 
lations upon the fine progress made by the com- 


shows 


policyholders 


pany during the past vear. 


Prudential Housing Loans Increase 


During February the Prudential Insurance 
Company of America, of Newark, made 1175 


206, which 


housing loans, amounting to $5,902 
will provide accommodations for 1886 families. 
The total loans for this purpose since January 
I amount to $12,242,125, covering dwellings 
and apartments for 3955 families. This is an 
‘nerease of over $5,700,000 for the same ‘period 
last year, and it will care for 1785 additional 


families. 





FEW Go-Getters who 

| know what great pos- 
sibilities there are in 
building and who 

have the gumption to build 
Agencies of their own, have a 
connect with a company that’s 
right, ina territory that’s right, 
under the right kind of a con- 


chance 

General Agency 
whale of an opportunity to 
tract. 


Openings in: OHIO, PENN- 
SYLVANIA, WEST VIRGINIA, 
KENTUCKY, ILLINOIS, IN- 
DIANA, MICHIGAN. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Cleveland, Ohio. 
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UNITED STATES BRANCH 
HEAD OFFICE, 114 FIFTH AVENUE, NEW YORK CITY 
CHARLES H. NEELY, Manager and Attorney 
Financial Statement for the United States, January 1, 1924 
Assets (Admitted by N. Y. Ins. Dept.)........................ $19,035,151.18 
Liabilities (Required by N. Y. Ins. Dept.)................... 14,584,402.19 
Voluntary Reserve for Contingencies...................... 3,000,000.00 
Surplus to Policyholders............................... . 1,450,748.99 
Premium Income (1923)............................... _. 13,875,885.79 
Claims paid since organization over....................... 59,000,000.00 
METROPOLITAN OFFICE 
59 John Street 
JOHN C. BUNYAN, Superintendent 
NEWARK OFFICE BROOKLYN OFFICE 


31 Clinton Street 
H. F. MacLACHLAN, Supervisor 


156 Montague Street 
L. H. RUDD, Supervisor 

















Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 


1—It reduces the credit waste. 

2—It affords an accurate basis for costs. 

3—It affords superior collection facilities. 

4—It increases efficiency. 

5—It promotes prosperity by stabilizing business 
6—It distributes the burden of loss and affords an 


independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 


Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. 
of NEW YORK J. F. McFadden, President 


Executive Offices: 
511 Locust Street St. Louis, Mo. 
Offices in all the Principal Cities 


Credit Insurance Exclusively 











“Our rates no higher 
Our service better!’’ 


Dy LL. 
. 
> INSTITUTION” 
AGN 


Writing Casualty Insurance, 
Fidelity and Surety Bonds. 


HOME OFFICE - - - DAVENPORT, IOWA 
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HEALTH AND ACCIDENT MEETING 


Interesting Discussions on Variety of Topics Make Sessions Valuable 


SEVERAL FORMER MEMBERS BACK IN FOLD 


President J. B. Reynolds, of American Life Convention, a Speaker—Next Meeting 
in September at Edgewater Beach, Chicago 


Int., March 8—The mid-winter 
the Health and Accident Under- 
ference, held at the Congress Hotel, 


CHICAGO, 
meeting of 
writers Con 
Chicago, Ill, March 5 and 6, surpassed in at- 
tendance any mid-winter meeting ever held and 
few, if any, of the annual summer meetings 
have been larger. There were 106 representa- 
tives of member companies registered and the 
attendance at the meetings considerably ex- 
ceeded that number. The round-table discus- 
sions proved to be interesting and instructive. 

After calling the meeting to order Wednes- 
day morning President Budlong introduced the 
Hon. Robert M. Sweitzer, Cook County clerk, 
who welcomed the visitors to Chicago. 

The reports of various committees followed. 
These were mostly routine matter, that of 
the membership showing the following new 
members: Continental Casualty Company, 
National Casualty Company, Great American 
Casualty Company, Kokomo Life and Accident 
Company, International Indemnity Company, 
First National Accident Insurance Company, 
Employers Indemnity Company and the Cen- 
tral Casualty Company. The first two re- 
joined the conference after an absence of a 
number of years. 

The Wednesday morning session closed with 
an address on “Supervision vs. Control,’ by 
James F. Ramey, secretary, Fidelity Life and 
Accident of Louisville, and former Insurance 
Commissioner of Kentucky, a synopsis of whose 
address was given in THE Spectator of last 
week. 

The Wednesday afternoon session opened 
with a paper by Dr. Louis I. Dublin, statistician 
of the Metropolitan Life, on “Automobile 
Statistics.” 


Wants AccIDENT STATISTICS COLLECTED 

Mr. Dublin urged the financing of an agency 
for the collection of information relative to 
automobile accidents under the auspices of the 
National Safety Council. 

In pressing home his argument the speaker 
called attention to the fact that nearly half a 
million persons were killed or injured by auto- 
mobiles in this country last year. A further 
regrettable situation was revealed by Dr. 
Dublin in his statement to the effect that about 
half the victims were children. The speaker 
pointed out that although considerable exulta- 
tion over the victories achieved through the 
control of communicable disease had led to 
nation-wide expression, the onslaught by auto- 
mobiles had apparently received but little at- 
tention. Dr. Dublin then pointed out that no 
agency now exists for the collection of re- 
liable statistics of public accidents on a uni- 
form basis throughout the country. Accord- 
ing to the speaker the collection of such mate- 
tial would be of incalculable value to the cas- 


ualty and liability insurance companies, inas- 
much as it would point out where the greatest 
emphasis should be placed in a campaign of 
accident prevention. Generally speaking, Dr. 
Dublin was of the opinion that such an agency 
after the first two years would be self-support- 
ing and in the meantime the cost of maintaining 
it would be somewhere in the vicinity of $40,- 
ooo annually. 

The next speaker was W. T. Grant, presi- 
dent of the Business Mens Assurance, who 
selected for his subject the question “Are We 
Apt Students?” 
that accident and health business is equally im- 
portant as that of the fire or life sections but 
at the present time is only in an initial stage. 
The speaker called attention to the excellent re- 
sults achieved in his own organization from a 


Mr. Grant is of the opinion 


school of salesmanship established a little over 
a year ago. In his opinion such schools enable 
men to be put in the field with a far better un- 
derstanding of disability insurance and the poli- 
cies they are selling than is possible by any 
other means. A review of his paper appears 
elsewhere in this issue. 

Wednesday’s session then closed with a round- 
table discussion on the effect which chiropract- 
ors’ diagnosis will have on disability statistics 
and mortality rates, with Dr. J. R. Neal of 
the Mutual Life of Illinois presiding. 


ADVERTISING MAN SPEAKS 

Thursday morning’s session opened with an 
interesting paper on “Creative Selling in the 
Insurance Field,’ by Homer J. Buckley, vice- 
chairman of the Advertising Council of Chi- 
cago. During the course of his speech Mr. 
Buckley said that advertising will help the 
salesman make more sales in any business and 
that occasionally advertising, which is nothing 
more than printed salesmanship, will supplant 
the sales force entirely. 

Continuing, the speaker said that instances 
of this kind were not common, and are in fact 
practically unknown in the insurance field. He 
said that many insurance agencies have suc- 
ceeded to the degree they have in spite of poor 
salesmanship and lack of any intensive follow- 
up methods. 

Mr. Buckley expressed the opinion that what 
insurance companies need is not more salesmen, 
but more high-grade planning of how to mer- 
chandise their business, to educate prospects, 
and to win for their salesmen a careful hear- 
ing by the follow-up system of sales litera- 
ture to prospects. The speaker said that the 
company that canvasses the territory of each 
salesman systematically with business-building 
sales literature will double the selling efforts 
of its men and increase its sales volume. 

Thomas Watters, Jr., formerly with the Iowa 
Insurance Department and now counsel of the 
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Southern Surety Company, discussed “Changes 
in Standard Policy Forms” and offered a num- 
ber of valuable suggestions in connection with 
this subject. 


AMERICAN LIFE CONVENTION REPRESENTED 

Before the close of the Thursday morning 
session President J. B. Reynolds, of the Kansas 
City Life, as president of the American Life 
Convention, brought the greetings of that or- 
ganization. He spoke of the value of organ- 
izations and stated that the man who puts the 
most in is the one who gets the most out and 
that there is no place for the man who puts 
personal ambition above the good of the busi- 
ness. 

It is his belief, he said, that the time is com- 
ing when the public will demand a fuller cov- 
erage than is being given by many of the pres- 
ent forms of policies and that the question is 
not one of rates but of coverage and service. 
He stated that life and health and accident rep- 
resentatives enter more homes than those of any 
other business and for that reason have a 
higher obligation than merely selling their prod- 
uct and urged the preaching of the gospel of 
patriotism and good citizenship. 

In closing he suggested that the Health and 
Accident Underwriters Conference and _ the 
American Life Convention, who work hand in 
hand in insuring humanity, should adopt the 
slogan, “The best we have ever done is not good 
enough to be our ideal in the future.” 

Dr. E. G. Simmons, vice-president of the 
Pan-American Life, was also called upon by 
President Budlong and gave a brief talk. 

During the course of his talk on “The Neces- 
sity of Co-operation Between the Underwrit- 
ing and Claim Departments,” H. R. Harrold, 
chief claim adjuster, Pacific Mutua] Life at 
Chicago and president of the International 
Claim Association, said that it was of vital 
importance to instruct the agent regarding the 
risks which the company would care to insure. 
The speaker said that the agent is an all-im- 
portant factor in the business, because of his 
coming in personal contact with the policy- 
holder. 


Mora Hazarp INcREASES WHEN Rates ARE 
RAISED 

Thomas Weddell, associate editor of The In- 
surance Field, read a paper on “Observations 
of a Newpaper Man,” which was followed by 
a round-table discussion on the elimination of 
the first week, two weeks and the accident and 
sickness disability, George W. Young, Jr., pre- 
The principal discussion was by H. A. 
Behrens, vice-president of the Continental Cas- 
ualty, who was attending for the first time after 
an absence of several years. Mr. Behrens 
stated that where there is a moral hazard, the 
greater the premium, the greater the loss, and 
cited as an example, that in New York the 
automobile rates had been tripled in four years 
and that the loss ratio is now greater with the 
higher rate than it was before the rates were 
raised and stated that in his opinion the same 
situation exists in regard to health insurance. 

He stated that wherever there is a moral 
hazard the insurers should introduce the ele- 
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PRODUCTION DEPARTMENT, y 
FIDELITY & DEPOSIT COMPANY, I 
Baltimore, Md. | 
i 

If you are not already adequately represented in this j 
territory I will be glad to have full information regarding an : 
agency connection with your Company. ' 
PRAMETID eo oc ices a 
PUSS 5. sere cs suc sien j 
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and equable claim adjustment. 


RED HOT 


Everyone of your Fire Insurance clients is a ‘“‘red hot’ prospect for 


| 
| Are you prepared to “‘cash in’”’ on these leads? 
| 


If not, the application below will put you in touch with a Company 
whose policies meet every need and which, during thirty-four years 
of consistent progress, has gained an enviable reputation for prompt 


Fidelity and Deposit Co. 


of Maryland 
‘The Bonding Company” 


BALTIMORE 


Fidelity and Surety Bonds and Burglary Insurance 
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New York State Field Annual and 


Insurance Directory. 


Greater New York Field Annual and 
Insurance Directory. 
1923 EDITIONS 


HE Greater New York volume includes New 

York City and suburban territory while that 
for New York State covers the entire State ex- 
cept Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.09 Postpaid 
THE INSURANCE FIELD COMPANY 
P.0.BOX6I7. LOUISVILLE, KY. 























(In Press) 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 


This valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certain phases of 
the art and practice of selling life insurance. 

Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 
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ment of coinsurance. The waiting period is 
not the only way of accomplishing that result 
_theoretically it may be accomplished by al- 
lowing a man coverage for but part of his 
actual income, but inasmuch as it is impossible 
to tell what a man’s time is really worth, the 
most practical method of introducing coinsur- 
ance is through the waiting period. 

He believes that this will result in compa- 
nies being able to furnish health insurance at 
a lower cost because under this plan the com- 
panies will be insuring a class of risks that will 
have a lower sickness frequency, due to self- 
selection. 

Several others took part in the discussion, 
part of whom disagreed with Mr. Behrens’ idea. 

The next discussion, upon “What Effect Will 
Group Disability Insurance Have Upon the 
Future of the Monthly Income Premium Busi- 
ness,” was presided over by C. L. Pauley, who 
mentioned that the Travelers paid nearly $60,- 
000 in claims in one year under group policies, 
which is an illustration of the development of 
that field and its importance to the accident 
and health business generally. 

D. H. Nelson of the Massachusetts Bond- 
ing stated that the development of group in- 
surance in industrial plants has had no effect 
on the carrying of individual insurance under 
the monthly payment plan in such plants. He 
brought out the fact that group insurance ap- 
peals to the employer, as it serves to weld his 
organization together, while the appeal of the 
monthly premium policy is purely individual. 
It was his conclusion that group insurance is 
more likely to help than to hurt, as a man in- 
sured under group coverage is in many cases 
not adequately protected. 

I. C. Edmunds of the Fidelity Health and 
Accident agreed with Mr. Nelson, stating, that 
his agents had found that group insurance de- 
velops prospects both in and out of the fac- 
tories as a result of payments made under the 
group plan, 


W. W. Powell of the Southern Surety said 
that his company has tried writing group in- 
surance, with results not altogether satisfac- 
tory, but it is his opinion that group insurance 
does not hurt the monthly premium business. 


Tue Question oF Portcy DivipENDs 

The third round table discussion, presided 
over by I’. J. Tharinger, was in regard to the 
desirability of issuing policy dividends each 
year to all policyholders not making a claim, 
and to the question of whether or not the pol- 
icy dividends should take the form of cash 
payments or increased benefits. Mr. Tharinger 
stated that it is his company’s practice to in- 
crease the benefits 20 per cent for the first 
year in which no claim is made and 10 per cent 
for each preceding year until the increase 
reaches 50 per cent, which plan has eliminated 
many small claims as well as a number of 
larger ones. 

During the meeting the by-laws were 
amended making presidents ineligible for re- 
election and providing a three-year term for 
executive committee members, three to be 
elected each year, also making all ex-presi- 
dents ex-officio members of the executive com- 
mittee. 

It was decided to hold the mid-summer 
annual meeting at the Edgewater Beach hotel, 
Chicago, during the same week in September, 
as the meeting of the International Claim As- 
sociation, which is to meet at the same place. 

The entertainment features included a the- 
ater party and luncheon for the visiting ladies 
and a hanquet Wednesday night given by the 
Chicago conference. 

President Budlong had promised no speeches, 
but at the conclusion of the dinner he stated 
that his promise did not preclude him from 
calling upon J. V. Barry of the Metropolitan 
Life for a “talk,” and Mr. Barry responded in 
his usual characteristic way and he was fol- 
lowed by several professional entertainers. 


Are We Apt Students? 


By W. T. 


The old story of the traveler who stopped to visit 
vith a typical New England farmer will illustrate the 
thought which I hope to emphasize in what I shall say 
to you this afternoon. After having been refreshed 
with a drink of good old-fashioned buttermilk, he 
thanked the old farmer, and with a view of making 
himself agreeable said, “You must have very long 
and cold winter nights up in this part of the country.” 
“Yes,” said the farmer. The friendly traveler then 
said, “How do you put in your time during such long 
evenings?’ ‘Well,’ said the old man, “Sometimes 
we just set around and think, and then other times 
we jest set around.’’ I sometimes wonder whether 
all of us in this business jest go around selling in- 
surance and thinking. or whether we jest go around 
and sell insurance. 
Ivcome Insurance Basep Upon Most FunDAMENTAI 

oF Human NEEDS 

I have been in a particularly retrospective mood re- 
cently, due perhaps to the fact that I am now 
celebrating my fifteenth year in the business of acci- 
dent and health underwriting. I have been thinking 


i An address delivered at the mid-winter meeting of 
the Health and Accident Underwriters Conference, Chi- 
cago, Ill., March 6. 


Grant, President, the Business Mens Assurance Company, Kansas City, Mo. 


great deal about the conditions existing in the acci- 
dent and health field fifteen years ago. 
prise to me then to find that although our particular 
kind of insurance is based upon the most fundamental 
of all human needs—the need of a permanent income— 
yet it was then, and is yet, in a comparatively un- 
developed stage. It has seemed to me that logically 
accident and health insurance should have grown up 
in advance of life insurance or fire insurance. Fire 
insurance indemnifies us against loss of property— 
property can only be accumulated as a result of our 
ability to profitably employ our time. Time, therefore, 
is the very foundation upon which the accumulation 
of property rests. Yet fifteen years ago accident in- 
surance was not carried, except by a comparatively 
small percentage of those residing in the large cities, 
while health insurance was almost an unknown and 
unused service among any except a small percentage 
of wage-earners. 

In considering the situation of fifteen years ago, 
the thought came to me as to just how big or little 
our business was then, or is now, as compared with 
the other two important lines of insurance—life and 
fire. I requested The Spectator Company to refer to 
their files and give me the statistics. This is what 
they found The Insurance Year Book to show: In 


It was a sur- 


i7 


1909 accident and health premiums collected by all 
accident stock and mutual companies were $26,455,233, 
Thirteen years later, in 1922, the latest figures avail- 
able, the premiums were $67,810,433, an increase of 
160 per cent. Do these figures sound large to you? 
Well, they will not, when I tell you that while we 
were collecting $26,000,000 in accident and health 
premiums in 1909, fire companies were collecting $333,- 
000,000, and life companies nearly $500,000,000. 
While we were collecting $67,000,000 in 1922, the 
business of fire insurance had grown to where fire com- 
panies collected over $880,000,000 in that year, while 
iife premiums reached the stupendous sum of over 
$1,500,000,000. In other words, although the aver- 
age man lives to a comparatively ripe old age, suffer- 
ing many periods of disability along the way, and 
dependent all the while upon his ability to employ 
his time, we have so neglected our opportunity of pro- 
viding real worth-while income service, that for every 
$100 paid in premiums on insurance to protect the 
value of time, there is $2200 paid in premiums on 
life insurance. Insurance which in thousands of in- 
stances is paid at the death of the insured, long after 
the time when the actual money value of his life has 
terminated by reason of old age and infirmity and so 
when there is no real financial loss occasioned by his 
death. While Government and company statistics 
show more than 11,000,000 people injured each year, 
and over 23,000,000 disabled by sickness each year, 
or a percentage of more than one out of every five in- 
dividuals disabled by either illness or injury, as com- 
pared with only one building out of over 1216 dam- 
aged or destroyed by fire; yet while we were ccl- 
lecting $67,000,000 in premiums, fire companies had 
so outstripped us in the education of the public toward 
the value of their service that they collected nearly 
$900,000,000 during the same period, nearly $15 for 
every one paid to us. 


Wuat Are Our PossiBILITIES AND RESPONSIBILITIES? 


Having ascertained the volume of business actually 
transacted and our relative standing with other im- 
portant lines, the next question that naturally arose 
in my mind was whether or not we were doing as much 
husiness as should be done, taking into consideration 
the population of our country and the need of income 
protection. Here is where I received a sudden jolt, 
one that really is discouraging from the standpoint 
of past efficiency and which may at the same time 
be taken as an encouraging fact if we are principally 
concerned in viewing the possibilities cf the future. 
After all we are interested in the past only because 
of the value of past experience in determining future 
action. A good many people to-day believe that there 
is less opportunity for providing insurance than there 
formerly was, because there is a feeling that nearly 
everyone is already insured. So let’s see just about 
what the situation really is. Out of our total popula- 
tion of approximately 120,000,000 it is certainly safe 
to assume that there are at least 25,000,000 adult 
men and women dependent for their living upon earn- 
ings resulting from the profitable employment of their 
time. I believe that the combined total of their earn- 
ings would show an average of at least $1000 per 
year. If so, their aggregate earnings would not be 
less than $25,000,000,000 per year. If an individual 
is entitled to and should have his time insured up to 
80 per cent of its value, then there should be aggre- 
gate insurance of $20,000,000,000 per year, covering 
our entire working population. This would mean an 
average of $800 per year per individual, or a little 
more than $65 per month. Taking them as they 
come under the various hazards of occupation and 
including the usual principal sum indemnities that 
go with disability insurance, I believe it fair to say 
that the average cost per individual for this amount 
of protection would not be less than $50 per year. 
If this theory is correct, before we can really con- 
gratulate ourselves on having achieved a full measure 
of success, it will be necessary for us to show that 
we are collecting approximately $1,250,000,000 in pre- 
miums on disability insurance, instead of $67,000,000 
reported in the year book for the year 1922. Five per 
cent of $1,250,000,000 is $67,500,000. So we are 
now covering only about 5 per cent of the aggregate 
earnings of that pait of our population actually en- 
gaged in profitably employing their time. Certainly 
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St. Joseph Life Insurance 
Company 


ST. JOSEPH, MISSOURI 


{ Annual Statement for the Year Ending December 31, 1923 


ASSETS 

First Mortgage Farm Loans................0200cccccceces $1,312,513 .60 
Cash in Home Office and Banks...... Rien Zoey eater 67,674 .57 
Interest Due and Accrued.......... ; Soe 96,120.92 
Policy Loans and Notes......... .ee..ee 289,598 .05 
Premiums in Course of Collection... . Losec has Sees 16,808 .48 
Agents’ Balances... ....6.000..00% Rea tee aan a eran 34,561.85 

RS UNE og et fa yt ae ere not co ae lg 
Agents’ Balances and Other Assets Not Admitted Sy Te ain 42,981.71 


Total Admitted Assets....... he ate Gra Re $1,774,295 .76 
LIABILITIES } 


Legal Reserve on Policies .... . .$1,208,747 .00 


Death Claims in Process of Adjustment. . 4,500 .00 
Premiums and Interest Paid in Advance............... 8,263 .02 
Set Aside for 1924 Taxes............ 7,500 .00 
Current Accounts Unpaid...... 14,295 .23 
Pree NRE RUNNERS rg orc a, Cu ssh: orb arei's aaa Vora, how ako 4,205 .66 


Dividends Left with the Company to Accumulate at Interest. . 668 .42 
Dividends Payable to Policyholders during 1924... 28,474.46 
Additional Security for Policyholders: 

CS ae eae . $100,000.00 

Surplus Assigned...... ; : 197,613.44 

Surplus Unassigned............ 200,028.53 497,641.97 





RN ao ae aad $1,774,295 .76 


INSURANCE IN FORCE DEC. 31, 1923, . . $11,601,685.00 


Every Policy Issued by The 
ST. JOSEPH LIFE INSURANCE COMPANY 
Is Registered And 
SECURED BY FIRST MORTGAGE FARM LOANS 
Deposited With 
THE INSURANCE DEPARTMENT 
A. L. McPHERSON 
President 
WALTER W. HEAD H. E. McPHERSON 
Vice-Pres.-Treas. Vice-Pres.-Secy. 


























PeeesGA TIONS OF C. & E. LAYTON. 


mr The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
oublications on fire, life, marine and other branches of insurance embrace the moet 
valuable and standard treatises on these subjects. 
SEND TEN CBNT STAMP FOR CATALOGUB. 


rHE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 








lo the Man Who is Willing—and Will 





Uni aT SAN sre S 

MONT-TEXE 

We are prepared to offer unusual opportunities for muney- 

making NOW and creating a competency for the FUTURE. 
For Contracts and Territory, address 


H. M. HARGROVE, President ° ° ° BEAUMONT, TEXAS 














A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Imphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 


Unique life insurance leaflet in which Limited 

payment endowment and income insurance are 

presented in a novel way. Fine business getter, 
Per 1,000. $20; per 500, $12; per 100, $3. 


On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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there is nothing in this fact to discourage those of us 


looking toward the future, 


Have We Been Apt Stupents? 
When we find that a business as important as ours 
been transacted since the days when the 


that has ) 
Travelers began doing an accident business, and has 
developed only to the point that we have undertaken 
to demonstrate to you, is it not time indeed for us to 
turn the spotlight upon the methods and systems that 
have existed in the hope that we may ascertain th« 
xged so far behind other no 





reason Why we lave iF 


portant branches of the business than ours, 






more 10 
And as we inspect these fis 





ires, can we do anything 
but ask ourselves whether we have really made the 
most of our opportunities af observation along the way 

Have we been “Apt Students,” studying diligently and 
intelligently the demands of those we have sought to 
have depend upon us for the replacement of their 
earning power during their periods of disability? I 
have already quoted 





submit it to you that the figures I] 
prove conclusively that compared 
other lines of this business, we have been either in 


ith associates in 





eficient and to a large degrec unsuccessful, or our 
service is not as essential a factor in the promotion 
of human welfare as we should like to believe. 


Wuat Has THE TrovusLeE BEEN? 

Now, if we haven't keep up with the progress made 
by our associates in these other branches, what has 
been the reason? I, for one, am unwilling to believe 
that it is because our particular service is less neces- 
sary for the prevention of distress and the providing 
of ordinary comforts than cther kinds of insurance 
in existence. So, I have been asking myself the 


reason for our comparative lack of progress. 


THREE Principat Factors 
Unquestionably there are a good many reasons why 
ourselves just where we are. Some of them 


we fine 
are not important enough to justify a place in this 
discussion. The more I have undertaken to study 
this question, the more convinced I kave become that 
there are three outstanding factors that have governed 
our success or lack of success in the past, and tbat 
will inevitably determine what progress we will be 
They are: 


able to record in future, 
Restricted and limited policy contracts. 
2, Haphazard, unsystematic sales methods. 
3. Lack of appreciation of public viewpoint in 
claim settlements. 


RESTRICTED AND LIMITED POLICIES 


You will understand, of course, that what I may 
say to you on this subject represents my personal 
opinion only. Whether I personally have or have not 
been an “Apt Student” of this business, and whether 
my convictions and conclusions are correct or incor- 
s a question for you to determine according to 


rect 
your own individual opinions. 

When a man buys life insurance, he expects his 
policy to provide a certain amount of insurance for 
his beneficiary when his death occurs. When a man 
insures his house under a fire insurance policy, he 
expects to be paid the face amount of the insurance 
in case the house is totally destroyed by fire, or a 
proportionate amount in case it is damaged. He 
doesn’t understand that if he dies as a result of one 
disease instead of another his life policy will pro- 
vide no benefits to his beneficiary; that if his house 
burns down at a certain time of the day or month, 
it will not provide him with the indemnity which he 
undertook to assure himself by securing the policy. 
When this same man buys accident insurance, he 
assumes that in event of injury or death by accident, 
he or his beneficiary will be entitled to the indemnity 
promised. If he buys health insurance, the reason- 
ing of his simple and untrained mind causes him to 
assume that in the event of loss of time by sickness 
he will be compensated to the extent of the indemnity 
Provided in the policy. Whether you agree with all 
my theories or not, I don’t believe there is a man 
who will take issue with me in this statement. If 
this be true, then whenever we issue health and acci 
dent protection that doesn’t cover all legitimate acci 
dents or illnesses, we are simply inviting disappoint 


ment and misunderstanding in advance with full knowl- 
edge that its effect will not be limited to our individ- 
ual company but will result in increased antagonism 
Why then do we 
sting upon the issuance of 


toward the business as a whole. 





still find companies in: 
accident and health policies so restricted and so lim- 
ited that there is but a small probability of the kind 
of disability occurring that will entitle the holder of 
such policy to indemnity? When there is the absolute 
certainty that in the great majority of cases of dis- 
ability that arise, it is going to become necessary 
to inform that particular individual that the policy 


ied doesn’t cover the case. What except disap 





pointment and ill-will can resuit under those circum- 
stances? 


Wuy Nor Limitep Lire ann Fire Pottcies? 
Companies issuing these highly restricted policies 
justify themselves on the theory that a great many 
people are thereby provided with a certain amount of 
accident and health protection who would not be 





-e. Some 





financially able to secure full-coverage insur 
of the companies that are members of this conference 


continue to furnish accident policies to be given away 





vith newspaper subscriptions. Policies that for every 
case of disability experienced probably exclude ninety- 
nine and cover one. Ninety-nine disappointed claim- 
ants for every one satisfied. Do you believe we can 
build good will toward our business under such con- 
ditions? Are we more enterprising and alert in pro- 
viding the public with what it wants and needs than 
our brother fire and life companies? The figures which 
[ have just mentioned would not indicate it. If it 
is really of such benefit to enable the public to secure 
accident and health insurance on this plan, why do 


acting 





not some of our enterprising life compani 


upon the same theory, announce a new policy at 





a rate so low that anyone can afford: is policy, 
however, covering only in the event the insured dies 
from yellow fever. leprosy or in-grown toe nails. 
Such a policy cculd be issued at a rate so low that 


ionably thousands of well-meaning persons who 





really need life insurance could afford to purchase 
such contracts. Or, why don’t some of our progres 


sive fire companies, with the same worthy motive in 





view, follow the example some of us have set for 


them and provide a fire insurance policy at a new 


and surprisingly low rate, providing, that covers 
only in case the fire occurs on Sunday, or on the 29th 
of February, or has been caused by lightning and 


1 


occurs in t 





1e month of January In my humble cpin- 
ion there is as much justification for the issuance of 
such life or fire contracts as there is for the highly 
restricted and limited accident policies still being issued 
hy some of our companies and covering only while 
the insured travels as a passenger on a passenger 
rain or on a vessel, engaged in the regular trans- 
portation of passengers, or while in or on a burning 
building, 
CoMPARATIVE GROWTH 

I wonder if some of you will not be as interested 
as I have been in speculating on the question of 
whether the fact that life and fire insurance com- 
panies have long since abandoned the practice to 
which I am objecting has been a potent factor in 
enabling them to build a business compared with 
which our own is almost insignificant. 


DESIRABILITY OF A Spectat AUTOMOBILE PoLicy 

Recently a new form of limited accident insurance 
has been initiated and has seemed to have made 
I refer to the so-called special auto- 
Unquestionably the tremend- 


rapid growth, 
mobile accident policies. 
ous and ever-increasing number of automobile acci- 
dents has caused the public to be in an especially re- 
ceptive attitude toward a contract covering this partic- 
ular kind of accidents. I do not believe there is the 
same degree of danger that the insured will not un- 
derstand that the coverage is not complete as in the 
ordinary restricted form. The very fact that it is 
called an automobile policy tends to impress upon 
the mind of the buyer the fact that it is designed to 
cover only automobile accidents, The great danger 
that I see in the issuance of these policies is that 
they tend to stop the buyer from the purchase of 
complete coverage, accident and health insurance. I 
believe the holder of the automcbile policy will in 
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many, many cases offer as an excuse for not buying 
complete insurance the fact that he already has an 
accident policy, and that he not only deprives him- 
self thereby from benefits which he sorely needs, 
but the company is likewise deprived of the full 
premium that it would have otherwise received on 


a full-coverage contract. 


First WEEK anp Lire INDEMNITY COVERAGE 

Because the conditions in health insurance have 
been unsatisfactory and disappointing during the past 
few years, it is imperative that we give consistent at- 
tention and study to the special problems encountered 
in this particular line. Until a few years ago, it 
was not possible to provide one’s-self with a guar- 
anteed income during the full period of disability, 
but only for a limited period under health policies. 
While I cannot speak with authority on this question, 
I suspect that it was the action of life companies in 
incorporating the permanent disability feature in life 
insurance that was responsible for the life indemnity 
feature under health policies. Many of our disability 
companies have steadfastly refrained from issuing this 
form of insurance. Others have issued it for a time 
and discontinued it, some with the public announcé- 
ment that no company could continue its issuance 
and avoid disaster. Other companies not only adopted 
the new idea, but still appear to believe it both 
desirable and practical. The company with which I 
am associated is in this latter group, and I am one 
of those who still believe the practice safe, surrounded 
with certain safeguards which it is possible to provide. 

In the early days of the business, practically all 
health policies were issued with an exclusion period 
of from seven to thirty days. We discardea that 
practice some years ago, because we found that when 
the insured suffered disability and presented claim, 
he had either never understood, or had forgotten all 
about the exclusion period. On the whole there was 





a tremendous amount of disappointment and criticism 
on the part of the public resulting from this situation. 
In our efforts to escape that and to cover all disability 
the full-coverage policy came into general use. We 
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“he Seadying hand in 
NATIONAL progress 


Every project vital to the life of the 
nation is dependent upon Insurance. The 
business of protection has become a 
great national force, no less than that of 
the railroads and banking systems, by 
enabling other industries to forge ahead 
despite the menaces that would stagnate 
their growth. 


Through its vast operations, the L. & L. 
& G. forms an important part of this 
industrial background. Its steadying 
influence is felt, for example, amidst the 
throb and bustle of many great mines 
throughout the country. Its stability 
has won particular recognition for the 
L. & L. & G. among men whose task it is 
to unearth power for the work of the 
nation. 


























Experienced Bond and 
Burglary Underwriter 


Progressive American Casualty Company has open- 
ing in its Home Office at Chicago, for experienced 
Bond and Burglary underwriter capable of assuming 
entire charge of department. Prefer man between 
thirty and forty-five years of age with sufficient field 
experience to assist in directing field force. Must 
be of high moral character and settled habits. Posi- 
tion has unlimited possibilities for future development 
as Department expands, and offers a valuable oppor- 
tunity to some assistant manager or underwriter 
whose further advancement in present position is 
limited by conditions beyond his control. Moderate 
starting salary with assurance of advancement as 
worth and ability are demonstrated. Reply in con- 
fidence giving full details of present and past con- 
nections, experience, salary desired and personal 
history. A private interview in New York or Chicago 
will be arranged. Address 


BURGLARY 
care of THE SPECTATOR, City Hall Station, New York. 
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SURETY AND CASUALTY 
SALESMANSHIP 


By Joseph R. Wilson 


As the only brother of the late President 
Woodrow Wilson, Joseph R. Wilson possesses 
unusual literary ability and scholarship, and is 
endowed with many of the qualifications of his 
distinguished relative, his book being notable 
for clear expression and original constructive 
ideas in relation to the business of surety and 
casualty insurance. This work, which he has 
so laboriously prepared for the benefit of the 
insurance world, should be read by every 
surety and casualty insurance man. 


Mr. Wilson is Manager of the Maryland 
Casualty Company’s Development Division 
and Training School. 


A MOST PRACTICAL AND HELPFUL 
NEW BOOK FOR SPECIAL AGENTS, 
AGENTS AND BRANCH OFFICE AND 
AGENCY EMPLOYEES WHO WISH 
TO PREPARE THEMSELVES FOR 
MORE EFFECTIVE FIELD WORK 


It deals with such subjects as Opportunities; 
Salesmanship—What It Involves; Prepared- 
ness—Necessary Equipment; Definite Objec- 
tives; Learning to Solicit; Approach; Enlarg- 
ing Interest; Convincing Prospects; Closing a 
Sale; Factors in Business Development; Per- 
sonal Appearance and Conduct; Some Sug- 
gestions and Advice; You and Your Home 
Office—Traveling; Service; Personal Qualifi- 
cations; Developing Business in Numerous 
Particular Lines of Insurance. 


Price, per copy, $4.00 


Discount om quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 

















Thursday 























March 13, 124 


THE SPECTATOR 











SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1922 
(Condensed from Statement to U.S. Treas. Dept.) 
$6,847,520 
1,000,000 

575,698 


Admitted Assets..... 
eer 
ee 
Eleven Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile insurance 


Let the Southern Serve You 
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now find it to be a sericus problem indeed as to 
whether we can atford to cover every day of disability 
and yet do justice to our general body of policyholders. 
So many factors enter into the consideration of this 
particular question that the time allotted me could 
be consumed in discussing it alone. I will not pre- 
even make suggestions on this particular 
phase of health underwriting, but merely mention it 
as one of the questions deserving of our most thor- 
to justify the belief 


sume to 


ough consideration if we are 


that we are “Apt Students.” 

Pie CHARACTER OF Our SALES ORGANIZATIONS 
And suppose we were to all agree as to the most 
desirable form of policies to issue. We would still 
find ourselves lagging in the rear, making slow head- 
way, unless we were keeping abreast of the times in 
the methods employed in developing our selling or- 
ganization. That body of men that comes in direct 
contact with the buyer determines in no small degree 
the question of the buyer’s attitude toward us in our 
business. Unquestionably we have much 
ress in this direction, but there is still much to be 


made prog 


done, For ten years or more my company, in accord- 
ance with my theories, has not only adhered rigidly 
to our practice of part-time 
solicitors, but I have at every opportunity urged my 
business to adopt the 
few companies ready 


present employing no 


friends in the same practice. 
len years ago there were but 
to take this step. You are all readers of the insur- 
ance press and so I need not remind you of the ever- 
increasing number of companies that are placing them 
selves on our side of this question. Some three or 
four years ago in addressing this conference at Des 
Moines, I advocated this same theory. It was quite 
apparent to me then that my advice, while received 
given no 
that time company after 
nounced its intention of no longer employing any ex- 


politely, was serious consideration. Since 


company has publicly an- 
cept those who are engaging in the business as a life- 
time business or profession, ready to devote their full 
time and energy to it, believing it to be a business of 
such size and dignity and opportunity as to justify 
their full time and talents. No wonder that in the 
old times insurance agents were regarded as a nuisance 
with scant Considering the 


ind received courtesy. 


type of men permitted to enter the business, they were 
frequently given even more consideration than they 
deserved. It was quite a common practice to approve 


iny agency application if the applicant could furnish 





fair references as to his common honesty. The ques- 
tion of ability or general qualifications was not con- 
sidered as important. Evidently companies operated 
on the theory that since the agent was c ympensated 
purely upon a commission hasis, if he did no business, 
he entailed no expense. I need not assure you, gentle- 
men, that every time we put a man in a position to 
come in contact with the public as our representa 
tive, so lacking in those qualifications that are essen 
tial for success, we are only knowingly discrediting 


business in advance, adding to the obstacles and 


itural sales resistance that every other man repre- 


senting us or others must encounter and overcome. 


believe you would feel the same respect for 


Casualty, Surety, Etc. 








the medical profession if half the doctors were prac- 
ticing medicine on a part-time basis, without being 
required to thoroughly equip themselves in advance 
for the responsibilities of their profession? Do you 
go to the part-time lawyer for legal advice? Do you 
look upon the part-time banker as the man whose ad- 
vice you care to follow in financial affairs? A busi- 
ness that isn’t big enough to justify one’s devoting 
his time wholeheartedly to it is a poor business in- 
Certainly we are not subject to any such a 
charge. The rapid development of schools of insur- 
ance salesmanship in connection with various educa- 
tional institutions, as well as the growing tendency of 
companies to provide selling courses for their own 
individual sales organization, is the most encouraging 
evidence of the fact that we are coming to appreciate 
the fact that training in our business is as essential 
is in any other walk of life. 


deed. 


ESPECIALLY UNDESIRABLE IN OUR 


Business 


PaRt-TIMERS 


It is seldom that a part-time man can really uf- 
derstand the contract that he undertakes to sell. That 
is unfortunate in life insurance, but inasmuch as 
there can be no claim under a life policy until death, 
and as the amount payable at that time is plainly 
specified in the policy, the danger of serious trouble 
arising from a misunderstanding of the policy be- 
comes fairly remote. How different it is in the sale 
of accident and health insurance. If one out of 
every five individuals is disabled each year, then out 
of every 1000 there are approximately 200 claims, 
where there would be seven or eight under life poli- 
cies. And, unlike life claims, the 
lemnity following disability is not definite and fixed 
in advance. Various circumstances and contingenciés 
enter into the settlement of the claim. Even where 
the policy has been well sold, the settlement of the 
claim is not always a simple task. How much greater 
the difficulty, therefore, when sold by a man who 
himself has but a faint understanding of the policy 


amount of in- 


contract. 


And then there is another and serious result of 
the part-timer in this business. It doés not occupy 
his main interest, but is only a side issue with him. 


Obviously, he is not inspired with enthusiasm and 
the determination to provide protection to every dé¢- 
serving prospect within his reach. <As a result he 
ecures applications only from those who require lit- 
tle persuasion. And in the aggregate, what class of 
risks do we get under such circumstances? I think 
that if we provided accident anf 
voluntarily 


you will all agree 
health insurance only to those who came 
to us and asked for it, the percentage of those pre 
paring for future operations or with concealed physical 
impairments of one sort or very 
To use a technical term, the selection 
would all be against the company. The next worst 


another would be 


high indeed. 


thing to, voluntarily seeking the company, is to make 


ipplication through a man who doesn’t know enough 
about his business to convince those who have no 


reason to anticipate a period cof disability to protect 
themselves against the uncertainty of the future, but 


(Continued on page 41) 
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Chas. W. Disbrow, President 





‘All Kinds of Insurance 
on Automobiles’’ 








Cor pee 








2I 





THE SPECTATOR 











Thursday 





RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Towa. 


FARMERS NATIONAL LIFE INS. CO. 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 


SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














As a Business Man, 


it may be assumed you carry life insurance. Are you receiving 
the maximum advantages in rates and service? It is worth 
your while comparing any insurance with that of 
The Great-West Life Assurance Company 
HEAD OFFICE—WINNIPEG 














EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


WE WANT AGENTS 
to push our five-point-nine policies, 
Excellent Iowa territory and liberal 
€ contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 























YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 


THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested 


























The Third Supplement To The Handy Guide, 1923 


The third Supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1923 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates of 
several prominent companies, thus bringing The Handy Guide fully up to 
date. 

Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s books, at 
35 cents each, while the price to non-subscribers will be 50 cents. The three 
supplements to the 1923 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with three supplements, 
will be furnished for $5.00 for the plain edition and $5.35 for the thumb- 
indexed edition, sent postpaid on receipt of price. Orders gshouldabe 
addressed to 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 





Insurance Record, 1923 


New Insurance... . . $ 96,148,025 
Insurancein Force .. . . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 


























INSURANCE EXCHANGE NEW YORK 
REACHING HIS *“*SOFT SPOT’ 
se as FOR HIS CHILDREN FOR HIMSELF 
O O K ' Dad’s “‘soft spot’ is his boy and his Wanted agents in Ohio, West Vir- 
° girl. His one big ambition is their gals, Michigan, Indiana, Kentucky, 
Here is graphic evidence of Penn Mutual progress in 1923: education, their start in life and in a and Oklahoma. 
Paid-for business. or our to epactas. a 
ot een eee: 190,320,529 Any _ of Ipsec _—. 2 > a8 ACCIDENT AND HEALTH 
1922 $1: 193.448 1920 $174,931.411 years of age wi e tremendously in 
D225 6c0k0e de 90) DION LOO BU cswine vscck oes 74,931,41 ain th “Child’s Endow. POLICIES 
1921 136,509,538 1919 159,711,554 terested in the new Childs Endow- =n busi i 
Rea et en 5 AERA: eh ck ioe paved awe heareaie ment Policies’ of the Ohio State or business and professional men. 
A forward leap of $33,000,000 in a single year does not ‘‘just happen.”’ Life. Complete Coverage. 


There was a cause . 

Service and equipment profitably improved and added to in 1923. 

Other improvements in 1924, including effective increase in Dividends and 
Interest. 

There’s comradeship between Home Office and Field in Penn Mutual 
service. 

A good organization to work for and with, 

The Penn Mutual Life Insurance Company 
Phiiadelohia, Pa. 
Organized 1847 


The Ohio State Life service now 91.000 ts Bie 000 field Los. 
ranges from ages 2 to 65 years, cov- —_ $10.00 to $50.00 Weekly Indemnity. 




















ering the family group with few 
exceptions. 

Our agency contracts on the partner- 
ship basis will interest you. 


Moderate Premiums and Liberal 

Commissions. 

Accrued indemnity payable every 
30 days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 
THE OHIO STATE LIFE INSURANCE CO. 


John M. Sarver, President 


COLUMBUS, OHIO 
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Two Important Lessons for Industrial Agents 


One may look back over the life of Wood- 
row Wilson, war-time President of the United 
States, now that it is ended, and learn two 
lessons. This is said without reference to Mr. 
Wilson’s politics or his idealism, a discussion 
of which is irrelevant to this article. One may 
agree with Mr. Wilson, or disagree with him, 
and still learn these two lessons. Both are in- 
valuable to the industrial insurance agent. 


A Man Wuo Mabe Pians 

Woodrow Wilson was a man who made plans, 
and once formulated, nothing was ever allowed 
to interfere with a plan. If adherence to the 
plan meant the sacrifice of friendship, he chose 
to stick to the course he had decided upon. 

Industrial insurance makes exacting demands 
on those who are engaged in it. It does not, 
of course, come between a man and his friends, 
but does deprive him of engaging in many other 
pursuits. It is a business of details. The 
agent who does not follow a rigid daily sched- 
ule is going to find collections and the making 
up of accounts encroaching on the hours that he 
might otherwise devote to producing new busi- 
ness, 

Thoroughness in collecting the debit obviates 
the necessity for back calls, and a consequent 
time. Careful watching of 
keeps business off the lapse sheet. Instead of 
having to make an effort to reinstate lapsed 
policies, the agent can exercise his ability in 


loss of arrears 


the more profitable pursuit of writing new 
business. When collection is difficult, the case 
should be brought to the attention of the assist- 
ant at once. This saves much scurry at the 
last moment. 

Every day a certain number of new pros- 
pects should be added to the agent’s list. No 
day should pass by without its reguiar quota 
of calls for new business. Just one evening 
call every day will yield a large volume of 
ordinary during the year. 


By WILL1AM THORNTON 


“OLp STUFF” 

There is nothing 
Superintendents and 
preaching it to their men ever since companies 


new in the foregoing. 


assistants have been 
began writing weekly premium insurance. Its 
reiteration here can do no harm. The funda- 
mental truths of philosophy and religion suffer 
nothing by constant The “old 


timer” in the business who has been reading the 


restatement. 


Industrial Section of Tur Specraror for years 
will smile when he sees it, and say, ‘‘same old 
stuff,” but he knows that it is the stuff out of 
which success is made. 

very year new men come into the business. 
Perhaps the eye of some recruit will fall on 
this. It will be as new to him as his rate card 
and collection book. If it impresses just one 
green agent with the importance of planning 
his work so that he will get the most out of 
the business, it will not have been written in 
vain. 

Never Lose CouRAGE 

The second lesson to be learned from Wood- 
row Wilson is that he never became discour- 
aged, no matter how great his disappointments 
were. Although he was never able to “put 
across” his program, he died believing that what 
he had advocated would some day prevail. 
does not crown day’s and 


Success every 


every week’s efforts. No matter how hard an 
agent tries, there are times when results do not 
It takes a steady 
Perseverance will 


come up to his expectations. 
nerve and a resolute will. 
win in the end. The agent who does not “let 
up” when things are going against him tempo- 
rarily is likely to make a good showing in his 
year’s record. The average weekly increase at 
the end of the fourth quarter will nearly always 
be satisfactory. 

At a meeting of the 
the Metropolitan Life Insurance Company, held 
in New York February, it was 
announced that the average weekly industrial 


23 


agency managers O f 


city, in 


increase made by that company’s agents during 
1923 was nearly sixty-five cents. 

Industrial insurance makes exacting de- 
mands—yes, but it pays well. These same 
agents who made this weekly average increase 
of sixty-five cents were paid at the average rate 
of fifty dollars a week. Not so bad. Do you 
know a debit man who could make this much 
money selling anything else on a commission? 


Fourteen Points for Agents 


By Witttam C. Morton 


Fortunately, success is possible for all. Hence 
these fourteen points. There are others, of 
believed that these will be 
helpful to all insurance agents: 

1. Love If you dislike knock- 
ing on the attitude is 
apologetic, or if you are in the business be- 


course, but it is 


Your lVork. 

front door, if your 
cause nobody else can use you, or you are a 
circumstances,” you had better 
seek “greener pastures.” Nobody cares for a 
“would-be” or a “has been.” 

2. Know Your Contracts. Be able to give 
it inside out and to show its strong points. 
Magnity its worth. Create the desire. Have 
on hand a supply of good clinchers, that is, 


“creature of 


when your prospect has given you an affirma- 
“psychological moment,” 
either get his name ‘‘on the dotted line,” or 
make a remark that will make it easier later 


tive answer at the 


on to close the application. 
3. Dowt Breathe in Your Prospect’s Face. 
Many an application has been lost because of a 
“had Look him in the eye, but be 
agreeable about it. 
4. Don't Be a Drifter. 


breath.” 


You are in the in- 


surance business. Don't spend your time on 
politics and other useless subjects. Talk in- 
surance ! 

5. Concentraic. The secret of success 
wherever found, lies in concentration. Let 





your work be a sort of week-day religion with 
you. 

6. Act and Be Business-like. Your time is 
valuable. Use it. “Everlastingly at it” will 
put you “Over the Top” at the close of the 
season, or when promotions are at stake. 

7. Bea Missionary. You can be, and serve 
God just as acceptably as if you were in pagan 
China. People still need to be taught the good 
things about insurance. Here is your opportu- 
nity! Don’t neglect it. 

8. Become an Expert. 
mit their insurance problems to you for solu- 
tion. People like to deal with specialists. 

9. Co-operate with Home Office. 
Don’t solicit undesirable risks, and thus incur 
extra expenses for yourself and the company 


Have people sub 


Your 


you represent. 
10. Carry All the Insurance You Can. Don't 
be hypocritical enough to insist and urge your 








a o 
The Ruin of Industrial 
By ProFEessor 
In consequence of the Treaty of Versailles a 
great many formerly proud 
mired German institutions 
industrial 


and universally ad- 
broke down. One 
of these victims was insurance 
which has almost vanished for some months 
in Germany. If Americans have heard of the 
collapse of some branches of the compulsory 
workmen insurance they were surely 
astonished than when they heard of the end 
of a part of private insurance born out of free 
To this branch, which has flourished 
as well as in Germany, more 


less 


initiative. 
inethe U. S.A. 
insured belonged than to any other part of in- 
surance. In 1921 the sum of policies in all 
branches of the German insurance companies 
amounted to about 30 millions. Of these about 
12 millions were industrial insurance policies, 
the liability on which amounted to about 


By 1922 this fig 


1 
the 


sum of 5500 million marks. 
ure had decreased to the amount of 2000 mil 
lions “Gold-mark,” and by 1923 it had reach 
the vanishing point. 

How is it to be explained that such a widel: 
expanded and well organized branch of insur 
ance has disappeared in a country in which the 
business had flourished so well up to a few 
we political 
economists and insurance experts have seldom 


ago? [ere see—what 


years 
discerned—how near the connection is between 
currency and insurance, and that the collapse 
of the former also means a collapse of many 
branches of the latter. f 
has asked me to relate something about the col- 


lapse of German industrial insurance, the sad 


Frederick L. Hoffman 


fate of which constitutes a warning concern- 
ing which the currency economists of all coun 
tries should be informed. 

The cost of life, which was always getting 


1 
} 


and mucl 


higher and higher during the war, i 
more so after the war, especially in consequence 
of the currency depreciation, brought the em 
ployees in the i 1 
other trades, to demand even higher wages 

After violent conflicts which even 
these demands, which cannot l¢ 
] 


insurance business. as i 
salaries. 
led to strikes, 
regarded as wholly unreasonable, were grant 


Dr. 


pany had to pay. 
demption of the policies to the insured, insofar 
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neighbors to insure when you “can’t” sacrifice 
to insure yourself. Show your faith in your 
works. 

11. Don’t Knock 
too big to stoop to low practices. 
man to be a real, clean, honest man when his 
competitor “uses the upper hand.” Use this 
test on yourself. 

12. Obey the Golden Rule. Don’t try to 
sell something you would not buy were your 
needs the same. 


Competitors. Be 
It takes a big 


Your 


i3. Be Don’t promise to be there 
at a certain time and not be there. Retain the 
confidence of your clients and it will reward 
you financially and morally. 

14. Be More Efficient. Be a “workman that 
needeth not to be ashamed.’ With the present- 
day standards of efficiency, it’s either, “Grow” 
or “Go.” 


on Time. 


Insurance in Germany 
ALFRED MANES 


At the same time the administration and ex 
penses of the life insurance companies went up. 
Now whether that was for paper and printing 
matter, for coals, light or traveling expenses, 
everything grew dearer, and above all the taxes. 
The whole costs of administration, especially 
the salaries for the employees and those of the 
collectors of the weekly premiums, were so 
high that it was impossible for the companies 
to keep up the business. In the spring of 1921 
already several well-known old established in- 
dustrial insurance companies, amongst these the 
Victoria, which stood at the head of all the 
big insurance companies of this branch since 
industrial insurance was introduced in Germany 
thirty vears ago, declared that it must wholly 
The 


weekly contributions were not only swallowed 


stop the writing of new policies. small 
up by the organization peculiar to the indus 
trial insurance, but did not in the least suffice 
and endangered the whole existence of the com- 
panies carrying on also other lines of insurance 
Only a few were willing or able to pay very 
much higher premiums in order to have much 
higher insurance sums wanted. One insurance 
company after the other followed this example 
and new policies were not issued any more. 
However, the different companies varied as 
regards the policies running since many years. 
The 


done 


system of collecting premiums had to be 


away with. Instead several companies 
passed over to the method of taking payment by 
postal transfer Now, the 


ment was not weekly but quarterly. 


( Postcheck). pay 
On a cer 
tain dav to insured a paying-in_ slip 
(Zahlkarte) was handed. 
made after the negligents had been reminded 


Some com 


every 
If payment was not 


several mes the insurance lapsed. 
panies renounced further insurance premiums 
and respited the premiums duc. These respited 
premiums were drawn off, when an insurance 
sum was due, without interest being taken. No 


claim was allowed in case the respited premium: 


were higher than the sum the insurance com- 
Other companies offered re 
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PRUDENTIAL NOTES 


Recent Promotions in the Field 


ADDITION TO OLD GUARD 


Frank McQuiddy Turns in Record Month 
with Practically No Arrears 

The Prudential Insurance Company of 

America, Newark, has announced the appoint- 

ments of a number of its men to advanced posj- 

tions in the The are all of 

tried honesty and integrity and having success- 


company. men 
fully carried the increased responsibility, are 
being given the opportunity to prove themselves 
in bigger things. The very fact that they are 
called upon to fill these positions proves that 
the company trusts their capacity to success- 
fully carry out the increased represonsibility, 
Ray Johnson, former agent in Kansas City, is 
now the assistant superintendent in that dis- 
trict. Mr. Johnson’s promotion was. secured 
through the he has 
watched every phase of his work in order to 


able manner in which 
meet with the success he now enjoys. Two other 
young men of the same caliber. Lawrence and 
Clarence W. Jacobs, were called upon to fill 
assistancies in the new Toledo Number 2 dis- 
trict. Charles W. MacPherson is advanced to 
the position of assistant superintendent in the 
Jersey City district. Martin J. Harvat also 
stands in the same position with the title of 
assistant superintendent of Atlantic City, N. J. 
acquisitions to the Prudential Old 
Guard are: Assistant Superintendent Carl H. 
Onken of the Peoria, Illinois, district, who com- 


Recent 


pleted twenty years of continuous service on 


February 27, 1924. R. F. Brown, assistant 
superintendent of the Boston Number 1 district, 
is receiving congratulations upon his twenty- 
fifth anniversary in the Another 
addition to the Prudential Old Guard is Agent 
T. J. McWalters of the Boston 


During the past months 


company. 


Number 1. 


few many startling 


records have been made in the production of 
(Continued on page 25) 

is they were willing to pay up to 95 per cent 

of the premium reserve. Others again de- 


manded supplementary insurance and proposed 
taking an insurance sum ten times as high as 
thus gaining great advantages. 

But already, where there were such supple- 
mentary taken, melted 
together as a result of the depreciated currency 

Very instructive are the successful attempts 
to give those parts of the nation that used to 
be the chief buyers of industrial insurance an 
One method of doing 


1 a. 
hetore, 


insurances they have 


up-to-date compensation. 
this was by introducing the ordinary life insur- 
ance without medical examination, and with 
monthly or quarterly premiums, a kind of inter- 
mediate Some also tried to combine 
life and accident insurance in one policy. 

A success of the substitutes of industrial in- 


surance would be very much welcomed and 1s 


insurance. 


necessary, especially as the compulsory work- 
men’s and employees’ insurance, covering about 
24 million Germans, is also on the way to ruin 
But more about this in another following ar’ cle 
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1. A Conspicuous Failure 


A certain Bore, who had failed in a variety of 
occupations, determined to try his hand at selling 
life insurance. 

“All it needs,” 
versation, and I have always been a fluent talker.” 

But the inhabitants of the forest took to their 
dens, or climbed trees, or flew up into the air when- 
ever he hove into sight. 

Only one of the beasts ever came near him. 
That was the Wolf who lay down at his door and 
refused to be driven away—but that Wolf had no 
use for life insurance. 


he remarked, “‘is plenty of con- 





Prudential Notes 
(Continued from page 24) 
new business, and in eliminating arrears. Agent 
Frank S. McQuiddy of New Albany has sub- 
mitted one of the best months on record. Dur- 
ing this period he has had practically no arrears 
at all, while the advance payments are very 
nearly quadruple the amount of the debit. Mr. 
McQuiddy had an idea that the oustanding 





premiums could be wiped out by proper educa- 
tional methods. He put this plan into effect, 
and declares that his good records since then 
have been due largely to the carrying out of 
this idea. Charles Preston, special assistant 
superintendent of Los Angeles Number 1, and 
Agent C. E. Tapp of Pueblo, Colo., have also 
made topnotch records for this period, and have 
both been admitted to the merit button class. 


~ Reasons for Life [ ee 


A young man without capital desiring to 
begin business may through a life insurance 
secure a credit, or extend a credit already ob- 
tained, if it be understood that he has provided 
means for the prompt payment of his debts in 
case of his sudden death. 

A young man of limited means may, by the 
aid of friends, obtain an education. He should 
not fail to secure a life policy for an amount 
sufficient to repay all that he may be indebted 
on that account. 

A person of speculative tendencies considers 
some enterprise in which there is more or less 
risk—he sees a good prospect of making money 
—but it will require his personal attention and 
skill—he fears that his death may intervene and 
that his family may not be able to conclude it. 
He insures his lite and relieves himself from 
anxiety. 

A person has some relative or friend de- 
pendent upon him for support—by insuring his 
life, he may secure that relative or friend from 
want after his death. 

A person will be entitled to property on arriv- 
ing at a certain age; if he dies before he ar- 
rives at that age, his family will lose the benefit 
of it; but an insurance on his life will secure 
his family, otherwise unprovided for, against 
the poverty which his early death would bring 
upon them. 

A person has an interest in real estate which 
depends upon his life, or the life of some 
other person: should death remove him or such 
other person, the family would be left destitute ; 


an insurance upon the life will secure an equally 
valuable interest in other real estat» 
vide for the family. 

A person would like to leave a legacy to some 
charitable institution; he is not now able to do 
so; yet he may, by paying the annual premium 
for insurance on his life, provide the amount 
he would wish to leave such institution at his 
death. 

Every congregation should insure the life of 
its pastor, and thus lift from his heart a 
grievous burden of apprehension in regard to 
those who are dear to him, when he shall be 
called from his work. 

Life insurance is particularly obligatory upon 
clergymen, who, with a limited salary and the 
closest economy, are generally only able to sus- 
tain themselves respectably, with scarce a 
thought or possibility of providing a future 
competency for their families. 

To all professional men who live upon fixed 
salaries that forbid the hope of any considerable 
savings, life insurance offers the certain means 
of maintaining their families in a state of com- 
fort, when the natural protectors are removed 
by the hand of death. 

It is the only way that those with limited 
salaries, and with growing and entirely depend- 
ent families, can secure a competency for them, 
or leave them above want. 


and pro- 


VALUE TO MiriTary MEN 
To military and naval men, the utility of life 
insurance must be so apparent that it is almost 


~* 
-% 


unnecessary to offer any argument in its sup- 
port. Their lives may be said to be more ex- 
posed than those of any other class of indi- 
viduals. Ever uncertain as to their place of 
destination, open to the chances of war and 
dangers of unhealthy climates, as well as to 
the perils of the sea, it certainly behooves them 
to avail themselves of the sure and easy means 
which life insurance offers, of making those 
provisions which affection and prudence dictate. 

It is truly surprising that so few farmers 
avail themselves of the advantages of life in- 
surance. Did they know it, they are par- 
ticularly interested in it. It is the surest way 
of providing for their families. If wealthy, 
they can easily carry forward a policy which 
will soon be worth more than a farm, which 
their heirs will receive in ready cash. And if 
their property is now encumbered, and they are 
striving to free it, how desirable is a life policy. 

When one urges that he is vigorous and mak- 
ing money, insist that from the superfluity of 
the present he should provide for the possible 
infirmities and scarcity of the future; as Joseph 
directed Pharaoh to lay up from the seven 
years of plenty against the seven years of 
famine. Trust no future, however smiling. 

When the objection is that it is better to de- 
posit small moneys in the savings bank, meet 
it thus: Even if you live, it were better to put 
them into a life policy. Suppose a person to 
deposit $100 annually with an insurance com- 
pany to purchase a fixed policy payable at death 
(and uo account taken of probable dividends) 
and $100 annually with a good and responsible 
savings bank at compound interest at 5 per 
cent. Mark the result running through the 
twenty intervening years of a person's life from 
30 to 50, as shown in this table: 


—— His Heirs Will Receive From —, 
The Savings Bank The Insurance Co. 


If He Dies at 
the Age of 


eee ye $100.00 $4,291.84 
Desi wee. wea 680.19 4,291.84 
| ee eer eta 1,420.68 4,291.84 
nus) eapenee 2,365.75 4,291.84 
7 {1 RES Manes 3,5/1.93 4,291.84 


If then, with equal security to the depositor, 
life insurance pays a much larger sum to the 
tamily than would be paid by the accumula- 
tions of a savings bank, ought not this mode 
of investment to be preferred? Besides, it is 
not a question of accumulating funds, but of 
protecting whatever power to produce an in- 
come a man has. Insurance provides against 
poverty during the time in which a man would 
be earning money to put in the bank. This is 
the period of danger. 

Does the objector assume that he can better 
use his money in his business? Put the case 
thus: Suppose your profits to be twenty-five 
per cent or even double that—no matter what 
your prosperity. Here is a trifling periodical 
payment which covers an enormous risk. It 
covers the risk of your dying in the interim. 
Can your business do this, or anything ap- 
proaching it? Suppose, to take the strongest 
case, you put $50 in your business, and at the 
year’s end it is likely to become $250. Yet, 
even then you had better put your fifty dollars 
in an insurance company; for, should you die 
before the year’s end, you would thereby have 
secured a large sum for your family. If you 
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live, so much the better; thank God, and go 
on again, not forgetting to pay another pre- 
mium in due time, lest during another year you 
should not be so fortunate. 

Although one has no family, and may not 
have one, show that money may be needed in 
advanced age, and so explain an endowment or 
an annuity policy. Also, that 
may be benefited by a policy; or that in this 


seme relative 
way he might like to will something to a benev- 
olent or educational institution. 

continue 


Where one fears he cannot 


ments, and may lose all that he put in, 


pay- 
reply: 
Have you not had the value of your money in 
the risk, as in a fire policy? And better, 
forfeiture prevents the possibility of 
what is put in; and so explain this arrange- 
ment. 


non- 


losing 


When one says, I will think of it, it is well to 
remind him that procrastination is not only 
“the thief of time,” but the murderer of oppor- 
tunity; that many a family is doomed to want 
from a similar delay of but a day or an hour. 
You would not leave your house, store, barn 
or shop uninsured a day. 

Life insurance is not for a day or a year, 
but for all time. 
dition of society, but for all manner of men: 
Whatever need 
life insurance. 


It is not for a class or con- 


station you hold in life, you 


A policy of life insurance has no blanks; it 
always draws a prize for the family, if the in- 
sured remains faithful to his trust 
tinues the policy in force. 

It was originated for the benefit of the many 


and con- 


and not the few; “the poor man’s friend, 
and affords the very best form of protection 
for the family which has ever been devised. 

The leading men of all countries are patrons 
of life Why should you hesitate 
when so many illustrious examples are before 
you? 

When you turn the life insurance agent away 


insurance. 


with the promise of next week, next month, or 
next year, do you ever reflect how very uncer- 
tain it is whether he can do you any good then? 
In the first place, you may not be alive when 
the time comes around. In that case the busi- 
ness is settled once for all. But if 
and want the company, the company may not 
want you. Any one of a thousand things may 
turn up to disqualify you for membership. That 
cough may return, or exposure may have weak 
ened you, or disabling accident may have come, 
or, added to an already none too good record, 


you are, 


some of your near relatives may have been car- 
ried off by a prejudicing malady. A life com- 
pany is a pretty exclusive sort of club. It 
doesn’t take much to get you black-halled there. 
It is a good day when the man and the com 
pany both conclude they want each other. 

“We 
take no anxious thought fer tomorrow. 
can I do that? 
and 
for something which would take care of my 
wife and family in after days, if I did not do 
it, you might preach to me to all eternity about 
not taking thought for tomorrow; but I could 
not help doing it when I saw those I love 


are commanded,” says Spurgeon, “to 


How 
If I were a man struggling 
in life insure 


had in my power to 
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around me unprovided for. But let me go to 
one of the excellent institutions which exist, 
and let me see that all is provided for, I come 
how to practice 
no thought for 


home and say, ‘Now I know 
Christ's 
tomorrow; I pay the policy money once a year, 
and I take no further thought about it, for I 
have no occasion to do so now, and have obeyed 


command of taking 


the very spirit and letter of Christ's command.’ 


Our Lord meant that we were to get rid of 


cares. Now it is apparent that those distressing 
cares are removed, and we are able to live 
above anxiety by that single process.” 

When you 


gather up all your powers to move the will. 


have convinced the judgment, 
Throw your will into 
his will, make him answer to his own con- 
science such questions as these: Have I done 
Have I done it to the 


Grapple on to the man. 


my duty to my family? 
full extent of my present ability? If 
to die tonight, would those who are dear to 
Would 
and 
Would my wife be in- 


I were 


me be safe from the pangs of want? 
my children have a comfortable home 
means of education ? 
dependent of the cold charities of the world? 
Would my estate pay my debts and leave a 
competency to my family? If not, must I not 
obtain a life policy now, and so substitute the 
certainty of a snug patrimony for the uncer- 
tainty of the continuance of my life? 

If you insured one out of ten of those thus 
argued, you will do well, and have no reason 
to be discouraged; and as to the remaining nine, 
you may have started in their minds new ideas 
on the subject, and some of them may eventu- 
Therefore d 


ally give you their applications. ) 
not be disheartened by lack of immediate suc- 
cess, 

The field is boundless. Every man who can 
earn a living for himself and family should be 
insured, and to every such man the opportunity 
should be offered. Truly, the harvest is plenty, 


but the really good laborers are few, and to 


the good laborer there is scarcely any limit of 
usefulness save that of his own capacity. 
While you can’t insure all the world at any 
time, nor can you insure any of the world all 
the time, can insure share of the 


you your 


world in a reasonable time. 


Mucu MAN 


CARRY ON 


INSURANCE SHOULD A 


His Lire? 


How 


Most persons who believe in and carry insur- 
ance upon their lives are insured for an amount 
disproportionate to the pecuniary 


their death. 


altogether 
loss inflicted upon the family by 
The 


large or small, cannot earn more than money 


insured’s accumulated estate, whether 
at interest, except as he by his energy and 
capacity guides it to greater profit. 

I:very dollar of income over the earning of 
bare interest must cease with life, therefore the 
need of providing a contingent fund which be- 
comes operative at death. Life insurance does 
best. -t 
realized at death—all personal earnings cease. 


this is the only provision that is 


A man generally feels very poor when 
deciding for how much he shall insure. He 
usually proposes to take a small amount at first 
and “if everything is all right he will take 


more some other time, thus at once presuming 
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that he runs no risk whatever and has a hold 
life that he need not relax unless he 
desires to.” 

He thinks of $50co. That’s a nice sym, 
Probably he never had so much cash in hand 
all at one time and he thinks that for a starte; 
that will do. That is not as much as he woul 
like to insure for, but he reasons that it is “he. 


upon 


ter than nothing,” and that the wife could a 
least get along for a time with this unt 
He hasn’t the least idea 


something turning up.” 


“something turns up.” 


what he means by 
lor a widow and children the usual things tha 
From the day of her hys. 
band’s death income absolutely ceases and the 
little capital she may have diminishes. 

It’s rather hard for a family that has been 
living at the rate of, say $3000 a year to sud. 
live for all time on 
woman is apparently 
required to do this when her husband dies, ]t 


turn up are bills. 


denly be called upon to 
$5000. And yet many a 
is expected that she will curtail expenses with 
the lessened income, but it seems cruel to leave 
her to meet a condition which even the man 
from. 

table will be 
much 


would shrink 


The 


demonstrating 


valuable in 
insurance a man 
should carry for the complete protection of his 


following 


how 


family, giving 





PRESENT VALUE, ACCORDING TO ANNUITY 
rABLE, AT 6 PER CENT OF A LIFE 
PRODUCING $1000 YEARLY 

Per $1,000 Per $1,000 
Value Value 

Age Earned Age Earned 
20. . $18,932 OnE eee 11,870 
1 13,885 CER a eet 11,716 
wae 13, 5s Sv 11,555 
3 13 | eee ; 11,386 
{ 1: RT i cases ee 
25: 13, ae ag 11,028 
6 13, eee 10,888 
27 1é GO: 

8 LS Sy ae 

9 1 52. 
3 ts. is 
31. 13 54. 

2? 13 55. 
33 1 6 
O4 1 57 
35 4 3 3 l a8 
ae... $2 DO ore kde ora 
A Hf ] 60. 
os ] 61. 
Ss 12,418 Wei thGere Sis cereutie 

te ‘ 12,291 ok Bee ae 
1 re 12,157 PR cre eer ae 
P| ere 12,017 


lor example, at age thirty-five the life of a 
worth to his 
family in present cash $12,870; if he earns 


man earning $1000 a year is 
$5000 a year it is worth $12,870 K 5 = $64,- 
that is the actual money loss to them by 
that time. 

'The foregoing are extracts from the book 
“The Art of Canvassing,” by William Miller, 
published by The Spectator Company. The 
book is an excellent one for study by indus- 


350; 


his death at 


trial insurance agents.—Copyrighted. |] 


Lapses Are Sprouting! 

The closing year rush over, agents are now 
lapsation. Try prevention by 
mailing of terse, “hit-you-between-the-eyes’ 
leaflets. Send for sample set of our leaflets 
called “Too Busy,’ “Robbing Yourself,” “For 
You,” etc., and just see how much business you 
can hold through use of these little solicitors 
The Spectator Company, 135 William street, 
New York. 
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Value 
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11,870 
11,716 
11,555 
11,386 
11,211 
11,028 
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New York Sales Congress Biggest Ever 
(Continued from page 3) 
“What the Average Agent Should 
About Taxes in Selling Life 
presented some concrete suggestions regarding 
insurance and the ultimate 


Kne WwW 
Insurance,” 


inheritance tax 
effect of this form of protection upon the fam- 
ily of the assured. Such insurance, he pointed 
out, satisfied in cash the obligations of the de- 
cedent and was, moreover, free from taxatior, 
so that it was instantly available for the dis- 
charging of debts, and claims against an estate. 
In the case of an executive of a corporation, 
said Mr. Huttinger, life 
many safeguards which would otherwise 


offered 


be un- 


insurance 
obtainable. When the insurance was taken 
out by the corporation or by the individual, it 
meant that the 
against the loss of a valuable employee; that 


corporation was _ protected 
the value of the stock he might own was safe- 
euarded; that money would be at hand to pur- 
chase that stock in the event of his death: that 
such money would be tax free; and that the 
corporation would thus be enabled to remain 
in the control of its founders or of those whe 
With a 


requirements in any par- 


were in possession of it at the time. 
knowledge of the 
ticular case, said Mr. Huttinger, in conclusion, 
the agent could go to his prospect with a 
definite plan which was then almost certain to 
be accepted. The subject of “Monthly Income 
Insurance” was handled by W. H. Beers of the 
Mutual Benefit Life. 

Following a short intermission, Griffin \. 
Lovelace, director of the Life Insurance School 
of New York University, was introduced by 
President Foehl. As Mr. Lovelace rose, the 
handclapping which greeted his appearance 
grew in volume and lasted until he raised his 
hand. 


who has done so much for the life insurance 


It was a remarkable tribute to a man 


agent in the New York territory and else- 
where. Mr. Lovelace chose as his subject, 
“Selling Business Life Insurance to the Smal! 
Business Man,” and at the outset sketched the 
relation between business and insurance, show- 
ing how the latter was employed to protect the 
assets of the former. The life of a business 
man, said the speaker, represented a definite 
combination of assets which must be safe- 
guarded if the financial welfare of the business 
and those engaged in it is to be secured. Life 
insurance furnishes this protection and thus 
fulfills the same function toward business that 
fire insurance or any other type of coverage 
does. The exception lies in the fact that hu- 
man life is a more valuable asset than any 
other, and, for this reason, is more in need of 
adequate financial protection. 
tinued Mr. should 
from this angle and should be made to see 
themselves as tangible business assets which 
demand coverage in case of losses arising from 
death or disability. 


Prospects, con- 


Lovelace, be approached 


PARTNERSHIP INSURANCE 
Partnership life insurance was equally im- 
portant, said Mr. Lovelace, because the death 
of one partner, in many cases necessitated the 
liquidation of the business in order to realize 
money for the widow of the deceased. The 





THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


partner who survives often has difficulty in 
continuing the business; he does not want a 
widow, inexperienced in business, as a helper; 
he does not want a lawyer, perhaps with a power 
of attorney, interfering in his affairs; and he 
need not accept any of these alternatives if 
life insurance money is available to discharge 
the obligation. Mr. Lovelace described a life 
insurance policy for partnership purposes as 
an “automatic bill of sale,” and, using Graham 
Wells, who was on the platform, as a party to 
his remarks, gave a demonstration of a selling 
talk on this theory. He showed that, under the 
benefits of partnership life insurance, no inter- 
ruption would follow the death of one of the 
partners; the monetary assets of the firm would 
be secured, and the widow of the deceased 
would be financially safeguarded. In conclu- 
sion, Mr. Lovelace urged agents to sell partner- 
ship life insurance on this basis and thus do a 


great and good work. 


Tue AFTERNOON SESSION 

\t the opening of the second session of the 
day, which convened after a luncheon recess 
of about an hour, President Foehl relinquished 
the chair to J. Elliott Hall, head of the com- 
mittee responsible for the sales congress ar- 
rangements. Mr. Hall brought the meeting to 
order, there being nearly 900 in attendance, 
and then made a few introductory remarks as 
an approach to the first event of the afternoon. 
This consisted of a sales symposium on the 
subject of “Why the Average Case?” in which 
successful agents, both men and women, took 
part. Miss Emma H. Ditzler of the Connec- 
ticut Mutual Life outlined the plan by which 
she wrote two applications per week during 
Ditzler’s 
budgeted calls, budgeted time, hard work and 


1923. Miss explanation was that 
the use of the “cold canvass” and “endless 
chain” methods were the secret of her success, 
the “Endless Chain Method” 
scribed at the outset by C. D. Kenny of the 
Mutual Benefit Life. After Miss Ditzler’s 
talk, Stuart D. Warner, Penn Mutual Life, told 
how he was able to pay for sixty cases in 


having been de- 


eleven months for an average policy of $15,- 
400. Mr. Warner, who has been a life insur- 
ance agent for only about a year, began by 
selling business insurance and, from this start 
and the lessons learned from it, developed his 
A constant list of prospects, 
together with notes regarding each man’s pe- 


successful work. 


culiarity, is his reason for progress and now he 
sells income insurance almost exclusively. 
The topic of “Old Age Income Protection” 
was discussed by Clancey D. Connell of the 
Provident Mutual, who demonstrated how life 
insurance provided for the requirements of 
later life and guaranteed income after earning 
power had either been diminished or had failed 
entirely. Following this, Leon G. Simon, of 
the Equitable of New York, outlined the effect 
of life insurance on the inheritance taxes levied 
by law against small estates. A man selling 
insurance for this purpose, said Mr. Simon, 
should look up the inheritance tax law in the 
territory in which he operates, as he can gain 
therefrom new angles of approach and new 
The only 


ways of presenting his arguments. 


27 








way by which a persor in moderate circum- 
stances can guard against shrinkage of his 
estate by inheritance taxes after his death, or 
by unpaid income taxes, is by taking out life 
insurance in an amount commensurate with 
the hazard. Louis Guberman of the Union 
Central was the last speaker of this division 
of the sales congress and he dwelt on the value 
of hard and intelligent work in the selling of 
life insurance. The work, declared Mr. Guber- 
man, came in preparing each day for the day 
ahead and the intellectual part of the task lay 
in the interview itself. If an agent will devote 
himself with equal zeal to both of these, Mr. 
Guberman gave the opinion that he could not 
fail to succeed. Chairman Hall, in commenting 
on Mr. Guberman’s address, detailed the im- 
portant work carried out by the insurance 
journals in educating agents and in fitting them 
for their work. The insurance journals, said 
Mr. Hall, played a great part in the success 
achieved by the life insurance fraternity at 
large and their efforts could not be overesti- 


mated. 


SALES CONTEST A FEATURE 

The closing event of the one-day sales con- 
gress of the Life Underwriters Association of 
New York was a sales contest at which $75 
in gold was distributed to the winners. The 
contest was conducted by Mr. Hall and one 
agent after another was called to give an out- 
line of his selling methods and of the success 
which they had brought him. The “endless 
“cold “direct ap- 


and many other ways of writing life 


chain,” the canvass,” the 


proach,” 
policies came in for discussion and furnished 
helpful limits for placing business. The “En- 
tire Selling Process” was the general topic of 
the contest and each individual was allotted two 
minutes in which to make his exposition of 
the selling methods he found most useful. 
Graham C. Wells, president of the National 
Association of Life Underwriters; Frederick 
Woodworth, president of the Philadelphia As- 
sociation, who was a guest of the New York 
organization; and Griffin M. Lovelace, director 
of the life insurance school of New York Uni- 
versity, were the judges of the event. The 
contest was divided into “Prospects and How 
to Get Them”; “The Approach”; “The Selling 
Talk”: “Meeting Objections”; and “The 
Close.” 

There were two prizes awarded for each 
division of the contest, the first prize in each 
case being $10 and the second, $5. In the first 
exposition, Louis Munde of the Home Life 
was first, and Godfrey B. Moore of the Equi- 
table, second. In the second, H. C. Braunsdorf 
of the Equitable was first, and W. E. Gore of 
the Travelers, second. The third was won by 
David T. Hersch, Equitable, first, and Miss 
Joy Wolfson, Union Central Life, second. The 
winners of the fourth were Herman Merkel, 
Travelers, and A. P. La Rosa, Provident Mu- 
tual, in the order named; while D. A. McKin- 
non, Prudential, and Robert Stevenson, Equi- 
table, were awarded honors in the fifth. Two 
of the winners are at the present time students 
in the life insurance school at New York 
University. 
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Life Insurance Companies 


THIRTY-THIRD ANNUAL EDITION TO BE READY 
IN ABOUT THREE WEEKS 


(CONTAINS the new rates, values and policy forms issued 
since publication of 1923 edition. No progressive 
life insurance agent can afford to be without a copy of this 


most complete work. 
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PRICES 
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JOHN HANCOCK NOTES 





New District Opened at Davenport 





LEADERS IN THE FIELD 





New Men in Lists—-Promotions to Super- 
intendencies and Assistancies 


The John Hancock has opened a new weekly 
premium agency at Davenport, Iowa. This is 
the first weekly premium agency in that State 
for the company, and it is understood to be a 
forerunner of additional agencies in this 
branch to be opened up in other sections of 
the country. 

Harry E. Hermann, formerly assistant 
superintendent of District Number 2 at St. 
Louis, has been made superintendent of the 
new agency. Mr. Herman has for a long time 
been associated with the John Hancock, having 
left its service to go overseas, and returning 
to it after the war was over. - His record has 
been most satisfactory and he has been judged 
worthy of the responsible position he now 
occupies. 

Due to ill health Edward J. Rhodes has been 
obliged to relinquish the superintendency of 
the Camden, N. J., agency. His condition, 
for some time a source of concern to the com- 
pany and to his many friends, requires that he 
take an extended rest. Upon his return he will 
continue to represent the company in another 
capacity. 

J. J. Kelly, assistant superintendent of the 


THE ART OF CANVASSING 
HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER | 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when | 
first penned. Thousands of agents throughout the country | 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
Single Copies - - - - - 
25 CO ae Pee ae 
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Philadelphia District Number 2, has been ap- 
pointed to succeed Mr. Rhodes. His accom- 
plishments during his long period of service 
led to his advancement. 

The “leaders” for the first month of 1924 
indicate that the winners in last year’s “heat” 
must look to their laurels. Not a single man 
who appeared in the lead for 1923 appears on 
the list, which follows: 

Assistant superintendents leading—on weekly 
premium increase: Mr. Griffin of Malden; on 
gross ordinary issues, Mr. Ephraim of Brook- 
lyn; on gross A. F. issues, Mr. Hudak of Cleve- 
land. 

Agents leading—on weekly premium increase: 
Mr. Rubin of Brooklyn; on gross ordinary is- 
sues, Mr. Friedlander of Brooklyn; on gross 
A. F. issues, Mr. Tchoryk of Cleveland. 

Detached assistant superintendents leading— 
on weekly premium increase: Mr. Feane of 
(Saratoga), Schenectady; on gross ordinary 
and A. F. issues, Mr. Bickhardt of (West New 
York), Hoboken. 

Brooklyn shows up well with three of the 
eight leaders situated within its borders. 

The following agents have been promoted to 
assistant superintendents in the districts of their 
Raymond J. Cahill, Chicago; Frank 
Bertuccini, Chicago; Francis P. Clish, Boston; 
\aron Weinberg, Boston; Frank W. McMaster, 
Camden; Sigmund Horowitz, New York: 
Elmer DeSzendeffy, New York; Frank Rey- 
nolds, Springfield; Joseph A. Berriault, Taun- 
ton; Richard H. Snow, Framingham; John A. 
Short, Yonkers; Joseph FE. Tolbert, Elizabeth; 


service! 


Harry A. Marks, New York, and John T. Hag- 
gerty, Philadelphia. 

The following agents have been promoted to 
assistant superintendents and transferred as in- 
dicated; Sebastion M. Lovergine, Brooklyn to 
Newark, N. J.; Theodore F. Lackner, New 
York to Orange; Themas Bense, Jamaica to 
Orange; Edward Meehan, Pittsfield to Utica, 
and Wilson T. Day, Philadelphia to Trenton. 

It has been discovered that copies of the 
Declaration of Independence, issued by the 
John Hancock, have reached South Africa, 
Australia, Philippine Islands, Japan and China. 


Don’t Rob Yourself 

The Spectator Company’s leaflet, called 
“Robbing Yourself,” illustrates the great ease 
with which money may be saved and made to 
grow into a big sum. It is a human leaflet of 
everyday life spending. You could not talk 
to your prospect as this leaflet does, and tell the 
facts so quickly. Send for sample of “Robbing 
Yourself.” 


Death of John B. Henley 

Wasuincton, D. C., March 8—John B. 
Henley, chief supervisor of agencies of the 
Equitable Life of Washington, died of pneu- 
monia at a local hotel cn March 6. 

Mr. Henley, who was considered a man of 
exceptional ability and wide experience, was 
formerly connected with the Metropolitan Life, 
and for the last eleven years had been located 
at Dayton, Ohio, leaving them recently to join 
the Equitable Life. 
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This work, prepared by a manager of wide 
activities in the industrial field, shows through 
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industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 











i 
i 
i 
i 
4 


j 
I 
{ 
f 
{ 










METROPOLITAN NEWS 


One New District Created in Omaha 








FEW FIELD CHANGES 





Leading Districts and Agents of the 
Country Listed 

During the month of February the Metro- 
politan Life Insurance Company made few 
changes in the field, creating only one new 
district. On February 25 the Omaha, Neb., 
district was divided and a district created to 
be known as Fontenelle, in charge of Frank 
Leventhal, manager, transferred from Cum- 
berland Valley, Tenn. This left 
and John A. Maddy, an assistant manager in 
Terrace Park, Kansas City, Mo., was pro- 
moted to be manager. In the same territory, 
the Southwestern, Harry Stites, manager in St. 
Joseph, Mo., was appointed a supervisor of ac- 
counts and his position was filled by the trans- 
fer of Simon Neveleff from Jefferson, Mo. 
Arthur A. Becker, assistant manager in Delmar, 
Mo., was promoted to be manager in Jefferson, 
Mo. 

The very few other changes were as follows: 
Cecil H. Stratton, a general assistant manager 
in the Great Western Territory, was appointed 
manager in Regina, Sask., Canada, March 10, 
to succeed William P. Hess, resigned. James 
W. Shortelle, manager in Windsor, Vt., was 
transferred to Willimantic, Conn., February 25, 
to succeed Mr. Robinson, who resigned on ac- 
count of ill health, and Arthur J. Murphy, 


a vacancy 





assistant manager in Springfield, Mass., was 
promoted to be manager of Windsor, Vt. M. 
D. Sandusky, manager of Harrison, a district 
in Indianapolis, Ind., resigned and he was suc- 
ceeded by W. W. Whalen, transferred from 
Vincennes, Ind., The 
thus created was filled by the appointment of 
Norman L. Geil, general assistant manager 
for the Middle West Territory. W. S. Crowell. 
manager of Alliance, O., and J. B. Sabados, 


February IT. vacancy 


manager of Indianapolis, Ind., exchanged posi- 
tions February II. 

The ten leading districts in the country at 
large, including the Pacific Coast in ordinary 
net gain per month, per man, for the year to 
and including the week of February 11 were: 
Ridgewood, N. Y., David Rudberg, manager; 
3uffalo, N. Y., Dr. G. S. Staniland, manager: 
Knickerbocker, N. Y., 'sidor Siegel, manager ; 
Cortland, N. Y., J. K. Hartfeur, 
Joliet, Ill, B. D. Morton, manager; Rockaway, 
N. Y., N. I. Grossman, manager; Melrose, 
N. Y., Abraham Menschel, manager; Murray 
Hill, N. Y.. D. G. C. Sinclair, manager ; Green- 
wich, N. Y., A. H. Bruenn, manager; New 
Rochelle, N. Y., R. R. Lawrence, manager. Of 
the ten districts nine were in New York. 


manager ; 


The ten leading agents and agents unat- 
tached in the same branch of the business and 
for the same period were: Frederick Schwartz, 
agent unattached, Chelsea, N. Y.; Frank 
Marcus, agent, Knickerbocker, N. Y.; W. F. 
Thonssen, agent unattached, Arlington, D. C.; 
Alexander Kessler, Harrowgate, Pa.; 
H. S. Snyder, agent, Pa: taal 


agent, 
Allentown, 
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Haber, agent, New Rochelle, N. Y,; Jacob 
Freedgood, agent, Ridgewood, N. Y.; Henry 
Klein, agent, Knickerbocker, N. Y.; L, B. 
Tafsunsky, agent, Jersey City, N. J.; H, M. 
Marks, agent unattached, Euclid, O. 

In the industrial branch of the business jy 
average increase per week, per agent, for the 
year to and including the week of Februar, 
25, the ten leading districts were: Potomac. 
D. C., D. R. Metzger, manager ; St. John, N.B. 
Canada, Spencer Gale, manager; Newark, N, J, 
W. I. Super, manager; Bushwick, N. Y.,, John 
Goldthorpe, manager; Orange, N. J., Harry 
Hasselbauer, manager; New Kensington, Pa. 
A. G. Lang, manager ; Joliet, Ill., B. D. Morton, 
manager; Imperial Valley, Calif., W. E. Shay. 
manager; Webster, Mass., J. C. Stevens, man. 
ager; Morrisania, N. Y., G. A. Weigel, man. 


ager. 
And in the same branch of the business jp 
gross increase for the year for the same period, 


the ten leading agents and agents unattached 


were: H. A. Crandall, agent, Windsor, Vt. 
J. K. Arlein, agent, Newark, N. J.; D. Y. 


Burns, agent, Battle Creek, Mich.; Hyman 
Seigel, agent unattached, Chelsea, N. Y,: 


Meyer Diamond, agent, Knickerbocker, N. Y.. 
Philip Diamond, agent, Stuyvesant Heights, 
N. Y.; Ignatz Gluckman, agent unattached, 
Newark, N. J.; F. H. Potvin, agent, Man- 
chester, N. H.; Louis De Prisco, agent, Bing. 
hamton, N. Y.; C. B. Flanders, agent, Bangor, 
Me. This list shows that the men of the Metro- 
politan Life appreciate the necessity for con- 
centration if they are to achieve results. 
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THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 





PROGRESS OF THE GLOBE 
ist SIX MONTHS 1923 
Over Same Period of Last Year 


GAIN IN INSURANCE IN FORCE........ 71 PER CENT 
eT ee 43 PER CENT 
CAI IN GTBRUST........5.0000600000 25 PER CENT 
| 24 PER CENT 


AverageGain In All Items 41 Percent 


ALL THESE ITEMS AND AVERAGE OF ITEMS ARE 
VERY MUCH HIGHER THAN THE AVERAGE GAIN 
OF ALL LIFE INSURANCEY COMPANIES IN THE 
UNITED STATES COMBINED, according to the last 
report published. 


T. F. BARRY, President. 











The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
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WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 


nia, 











Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania. South Dakota, 
Utah, Washington and Wyoming. 


Colorado, Indiana, Illinois, 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mer. 








DISCUSS BREAK 


Illinois Agents Manifest Continued 
Interest 





WANT UNION-BUREAU SETTLEMENT 


Meeting Well Attended—Speakers All Re- 
fer to Western Situation 

Cuicaco, Itt., March 7.—The speakers at the 
mid-year meeting of the Illinois Association 
of Insurance Agents, held in the auditorium 
of the Insurance Exchange, this city, seemed to 
have an insatiable desire to resurrect the vari- 
ous details of the struggle between the West- 
ern Insurance Bureau and the Union, nearly 
every speaker delving into this subject to a 
greater or lesser degree. 

President A. J. Anderson presiding, opened 
the meeting and called upon Allan Wolff, pres- 
ident, Chicago Board of Underwriters, who ex- 
tended greetings from the Chicago Board of 
Underwriters. 

President Anderson himself sounded the key- 
note of the sessions and expressed some opin- 
ions of his own concerning the situation in the 
West in the following language: 

This meeting is being held at one of the most 
if not the most eventful times in the history of 
the insurance business. The late developments 
show that the controversy growing out of the 
break between the “Union” and the “Bureau” 
will certainly affect the local agent more than 
anyone else connected with the business, un- 
less a satisfactory agreement is reached soon. 
It is my humble opinion that the “Union” and 
the “Bureau” have both been wrong in this con- 
troversy. Under the terms of the former agree- 
ment, many agents had become mixed, believing 
that an agreement which had apparently been 
entered into in good faith would be continued. 
These agents had taken on both “Union” and 
Bureau” companies in accordance with this 
agreement and acting in good faith. 

From a controversy with enough internal fric- 
tion to cause the abrogation of the ‘“Union- 

” ~ . 

Bureau” agreement, the fight has developed into 
a three-cornered struggle to decide the amount 
commissions we, as agents, shall receive. 
he “Union” seems willing to submit to a 
change in their scale provided it is made uni- 


form with all companies. The “Bureau” in- 
sists on a differential in their favor, not to 
benefit the agent, but make it more desirable 
to represent “Bureau” companies than “Union” 
companies. 

The commissioners have various ideas on this 
subject, most of them fair, but enough of them 
would play politics withcut regard to our rights 
to make it a dangerous thing if they should get 
the power to control acquisition costs. 

I believe that since the private fight has got- 
ten out of hand, a continuation of the argu- 
ments will be more harmful to the interests of 
the agents than it can possibly be beneficial to 
either of the company organizations. 

The contending factions should give enough 
and ask for no more than enough to make it 
possible to settle their differences and effect a 
conciliation. What the insurance business as 
a whole needs most right now is a settlement of 
this difficulty. 

It was with a feeling of great relief that I 
read the news that an injunction had been 
granted against the enforcement of the ruling 
of the Indiana Commissioner on rates of com- 
mission. I am praying that they may get to- 
gether before something develops that may get 
entirely out of hand. 

Our pride in the officers of the National 
Association has been fully justified. While 
their struggles and protests to get the two or- 
ganizations together seem to have been almost 
in vain, their efforts to effect a conciliation have 
been so constant and so well directed that no 
criticism has been lodged against them. [very 
effort has been made with our slogan in mind: 
“Tf a thing is right, we are for it, and if a 
thing is wrong, we are against it.” I believe 
their efforts will ultimately save the day. 


CHAIRMAN MOoFFATT A SPEAKER 


Another speaker whose words carried con- 
siderable weight with his audience was Thomas 
Moffatt. chairman of the executive committee 
of the National body. He said that the Union- 
Bureau trouble was the greatest peri] confront- 
ing the fire insurance business to-day, and called 
attention to the growing tendency of the State 
to encroach upon the prerogative of the insur- 
ance agent. 

If the insurance business gets into the hands 
of politicians Mr. Moffatt said there will be no 
end of scandals, citing the numerous incidents 
that are cropping up every day in politically 


31 


controlled and managed affairs as proof of this 
statement. 

He strongly urged the warring factions to 
settle their differences, as the onus would fall 
upon the local agent, in the eyes of the public. 

Mr. Moffatt briefly commented on the num- 
ber of evils that have crept into the business, 
notably the branch office, incorporated agencies 
and the paying of a bonus for what he called 
an “artificial volume of business.” He was of 
the opinion that a reduction in commissions will 
not reduce the cost of insurance, and that the 
compensation for an agent should be such as 
to induce high-class men to engage in the busi- 
ness and continue in it. 

C. F. Hildreth of Freeport, a former presi- 
dent of the National Association, discussed the 
Union-Bureau break at some length, and de- 
clared that it had gone far enough. He was 
most emphatic in his demand for a settlement 


wr 


of the trouble. 

At the conclusion of the discussion of this 
matter the following resolution, prepared by 
Allan Wolff of Chicago, C. F. Hildreth of 
Freeport and S. D. Sexton of East St. Louis 
was unanimously adopted: 

Resolved, That it is the sense of the I[linois 
agents that a dispute between rival organiza- 
tions which affords the Commissioners an occa- 
sion to dictate the rate of commissions that our 
employers shall pay and we shall receive for 
our work is a thing to be deplored, and we be- 
lieve it to be the paramount duty of the man- 
agers and company officials to immediately find 
a means of composing their differences before 
further and more lasting harm is done to the 
fire insurance business. 


The meeting closed with a banquet at the 
Hotel Sherman with about 250 in attendance. 
Ernest Palmer, Board of 
Underwriters. was toastmaster and some good 
talks were delivered. 

Spencer Welton, vice-president, Fidelity and 
Deposit Company, Baltimore, Md., emphasized 
the fact that the topic selected for his speech 
gave him considerable latitude and forthwith 
demonstrated his ability to sprinkle much plain 
logic with a number of amusing anecdotes. 


manager, Chicago 
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FIRE REINSURANCE 


SRANDINAVIA 
INSURANCE COMPANY 


of Copenhagen 





STATEMENT JANUARY 1, 1924 


Premium Reserve............ 2... cece cee eceuee $1,737,720.23 
Reserve for Unpaid Losses and all other Liabilities 668,643.25 
tk es a ee ae 1,112,770.71 
pS a $3,519,134.19 


SUMNER BALLARD, United States Manager 


80 Maiden Lane, New York 
Cable Address Telephone 


*fReinsurer New York’’ John 0788 

















FIRE REINSURANCE 


INTERNATIONAL 
INSURANCE COMPANY 


of New York 





Statement January 1, 1924 


ee a $3,077,579.84 
Reserve for Unpaid Losses and all other Liabilities 899,084.38 
eo ge. |: a err $1,000,000.00 

te A) re 1,656,329.51 2,656,329.51 
MP IRs ogo de nee oe ee ee $6,632,993.73 


SUMNER BALLARD, President 
80 Maiden Lane, New York 


Cable Address Telephone 
**Reinsurer New York’’ John 0788 
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CONTINUE INVESTIGATION 





Dividend Payments of Three lowa 
Fire Companies Under Fire 





QUESTION OF LEGAL INTERPRETATION 


Transfer of Policies of Fraternal to Re- 
serve Basis Brings Questioning for 
Committee 
Des Mornes, Iowa, March 8.—The investi- 
gation of insurance activities of several Iowa 
companies was resumed by the special Senate 
committee upon the termination of the ten-day 
recess period. The committee is 
compliance with the resolution of Senator Mc 


acting in 


Intosh, which specified certain companies that 
should be investigated. The resolution by 
Senator Browne, which called for the exam- 
ination of State Insurance Commissioner 
Kendrick and his department, culminated in a 
complete vindication of that official in his 
efforts to prevent the liquidation of solvent 
concerns. 

One of the most important sessions of the 
committee concerned an investigation of the 
charges made in the original 
Senator Browne, who charged that three Iowa 
fire insurance companies had paid dividends il- 
Carl P. Blaise, chief insurance ex- 
aminer from State Insurance Department, gave 


resolution by 


legally. 


an official interpretation of the laws governing 
such transactions as viewed by the department. 

The Hawkeye Securities Fire Insurance 
Company of Des Moines, the Towa National 
Fire Insurance Company of Des Moines, and 
the Inter-Ocean Company of 
Cedar Rapids paid dividends in the period from 
1920 to 1923, Mr. Blaise said. 


Reinsurance 


But all were 
paid out of surplus, in accordance with law. 

Mr. Blaise, answering a question of Senator 
White, a member of the committee, said that 
the dividends, with the possible exception of 
that of the Iowa National Fire Insurance Com 
pany, were paid in violation of a ruling of 
former Insurance Commissioner Savage. Ile 
added that this ruling was made in 1920 and 
that the present commissioner, W. R. C. Kend- 
rick, has not recognized the ruling as a correct 
interpretation of the law. 

Mr. Kendrick bases his decision not to en 
force the ruling of Mr. Savage on court deci 
sions which uniformly have held that dividends 
may be paid out of surplus regardless of 
source, 

Mr. Blaise said that the ruling of Mr. 
Savage might properly be regarded as a “big 


stick” measure of the department, 


H. G. Shaw of Northern in United States 
H. G. Shaw, assistant foreign fire manager 
of the Northern Assurance Company, Limited, 
London, England, is setting out this week on 
the Western tour of his extended trip in the 
United States. He will visit the company’s 
branch offices throughout the country, as he 
started doing last week in New England. Alfred 
G. Martin, Eastern manager and attorney, will 
accompany Mr. Shaw for a part of his trip. 
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Sumner Ballard’s Group of Reinsurance 
Companies 
Ballard of New 


widely known in insurance circles and has an 


Sumner York, who is 
international reputation as a manager of re- 
insurance companies, has in his charge the 
American destinies of four foreign companies, 
the Interna- 


in addition to being president o 
tional Insurance Company of New York. These 
five companies now have assets in the United 
States exceeding $14,550,000. 

The International of New York has a capita! 
of $1,000,000, and on January I, 1924, possessed 
assets of $6,632,994, its premium reserve hav- 
ing then been $3,077,580, and its net surplus 
$1,656,330, thus giving it a surplus as to treaty 
holders of $2,656,330. Its earned premiums in 
$3,875,000; its 
profit was $117,102, and its investment gains 


1923 exceeded underwriting 


$303,225, so that after declaring $140,000 of 


dividends it showed a gain in surplus of 
$280,328—a remarkably good record. 

The Skandinavia Insurance Company of Co- 
penhagen closed last year with $3,510,134 of 
assets in the United States; 


ing for an unearned premium fund of .$1,737,- 


and after provid- 


720, and other liabilities, it shows the hand- 
some surplus of $1,112,771. This company’s 
American branch made a_ substantial under 
writing profit last year. 

\nother company of this group which makes 
an excellent financial exhibit is the New India 
\ssurance Company of Bombay. It now re 
ports assets of $2,187,375, and after increasing 
its premium reserve ahout $84,000 to the sum 
of $1,406,008, it shows a surplus of assets in 
this country of $327,801. 

The progress of the Osaka Marine and Fire 
Insurance Company, Ltd., of Osaka, Japan, in 
1923, is indicated by the fact that its business 
grew to such an extent as to require the addi- 
tion of nearly $167,000 to its American pre- 
mium reserve, its assets having also been con- 
siderably increased. The resources of the 
United States branch now amounts to $1,163,- 
792; the premium reserve is $662,724, and the 
surplus is $325,687. 

The Metropolitan National of 


also managed in this country by Sumner Bal 


Havana is 


lard. 
Mr. Ballard has built up for his live com- 
panies (which are domiciled in five different 


countries) a large volume of business by 


rendering a needed and satisfactory service to 


the direct writing companies in handling their 


excess coverage. That reinsurance contracts 
are well protected is manifest from the fact 
that the five companies have over $14,550,000 
f resources in this country 
Cc. A. Mayo Speaks in Place of Charles C. 
O’Regan 
The Monday insurance class of the tna 
Life Insurance Company was addressed by C. 
\. Mayo, an underwriter of the Inland Marine 
department of the Automobile Insurance Com- 
“Miscellaneous Inland 


Mayo spoke in the place 


pany. His subject was 
Marine Lines.” Mr. 
suddenly taken 


of Charles C. O’Regan, who, 


ill, was unable to speak. 


Fire Insurance 


‘DALLAS LICENSES 
Pressure from Department Office 
Helps to Clear Situation 


MAY LIMIT RENEWALS 


Action of Strict Law Enforcement Hoped 
to Be Sufficient to Defer Need of 
Drastic Action 

Austin, Tex., March 8&.—The 

surance situation is showing some improvement, 


Dallas in- 


and the necessity for the wholesale cancella- 
tion of licenses of local agents that are operat 
ing contrary to the policy of the Texas Depart- 
ment of Insurance may be obviated, according 
to Commissioner of Insurance John M. Scott. 

As all licenses of local agents expired on 
March 1, Commissioner Scott said he will pur- 
sue the plan of not renewing licenses where 
the local agents are not operating strictly ac- 
cording to the law. This may restore har 
mony in a situation that at one time promised 
to bring about serious results 

It was several months ago that Commis- 
sioner Scott took up this question with the gen- 
eral.agents at Dallas after an investigation into 
the matter had been made. This investigation 
revealed that there were instances where bank 
employees and employees of lumber companies 
and other large industrial concerns writing in- 
surance as a side line which proved a detri- 
ment to the insurance business not only at 
Dallas but throughout the State. Comis- 
sioner Scott took the matter up with the gen- 
eral agencies and thev readily promised to co- 
operate with the department, as they realized 
that such a practice was proving quite in- 
jurious to the business. 

Before new licenses are issued to local 
agents, each applcation will be closely investi- 
eated and the applicant will have to show that 
he is a bona fide insurance agent and not writ- 
ing fire insurance as a side line. The general 
agencies are also being advised not to propose 
the name of persons for licenses who are not 
actually engaged in writing insurance as a bust 
ness. 

There are no indications at the present time 
of any drastic action being taken by the Texas 
Insurance Department, as Commissioner Scott 
hopes that the situation will be remedied with- 
out taking any radical steps. 


Hold Control of Chicago Fire and Marine _ 


The annual stockholders’ meeting of the Chi- 
cago Fire and Marine. held last week, proved 
to be a hot bed of contention to gain control of 
the company. 

The present principal authorities, President 
Harold M. O’Brien and Vice-President Fred- 
erick O’Brien won by a large majority. A 
short time ago, the two Mr. O’Briens were 
accused in letters, sent out by William J. Nolan, 
Charles R. McCabe, Jr., 
company, and Henry Hoffman, assistant secre- 


secretaries of the 


tary, to the stockholders of extravagance and 


mismanagement. The objectors were imme- 
diately removed from office and a decision held 


over until the recent meeting. 
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NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent | a ST! AVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 2 Kilby Street, Boston, Mass, 


W. £. RAY, Special Ageut 
Terre Haute, Ind. 


FRANK G. DELA HUNT, 
Special Agent 


{ 
| 
| 
| 
| 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. | 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Minn. 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 














INSURANCE GENERAL CASUALTY 
5S and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


ELMER H.DEARTH, President 
606 Woodward Ave., Cor. Congress 


GENERAL CASUALTY & SURETY CO. 
Detroit, Mich. 

















FIRE AND LIFE 


F.ASSURANCE CORPORATION, Lid. 


_—— RICHA2DSON, United States Manager 


GENERAL BUILDING - 47+ & WALNUT STS. 
PHILADELPHIA 


General ccident 





















ACTUAL MARKET VALUES USED FORALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE: COMPANY 


OF NEWARK 
Cash Capital, $2,250,000.00 
Net Surplus, o « » + 45436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . 


15,090,687.21 
EASTERN DEPARTMENT WESTERN DEPARTMENT 
NEAL BASSETT, President 


NEAL BASSETT, Pres. & Mgr. 
JOHN KAY, Vice-Pres. & Treas. WELLS T. BASSETT, Sec’y *% 
A. H. HASSINGER, Secretary 


Asst. Manager 
NEWARK, N. J. CHICAGO, ILL. 
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EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


**Oldest and Best’’ 








Accident Insurance at Cost 
Neyer Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to August 1, 1924, for $2.00 
Write tor Application Blank 





H. E. REX, Sec’y-Treas. DES MOINES, IOWA 
| 
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Great American 


Insurance Company 


Choose , i : i J Ls Choose 
Your t 1 Ue Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 


CAPITAL 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21.316,.680.16 


ET SURPLUS 


12,465 5,360.86 
46,282.041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Oifice, One Liberty Street 
New York Gity 


PACIFIG DEPARTMENT 


GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
WALTER H. SAGE, Gen’! Mér. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, II. 
BOSTON OFFICE 
ROGERS & HOWES. Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPAKIMENT 
NEW YORK—Wn. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, M ger, 220 S e Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
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ATLANTA BOARD TO ACT 
will Vote in April for Single or Dual 
Agencies 


~ 


ArrantA, Ga., March 7.—The sole agency 


ee is holding the spotlight, both in the affairs 
of the Atlanta Board of Fire Underwriters and 
in those of the Georgia Association of Insur- 
ance Agents. 

For the Atlanta board, the matter will reach 
acrisis Thursday, March 13, at a meeting called 
to decide the single or dual agency proposition. 
President Oscar Venable and a committee have 
heen engaged in sending out inquiries to mem- 
her companies in regard to this question, and 
the results of the questionnaires will be re- 
ported at the meeting. 

Agents believe that the muddle may result in 
the formation of a small local board, compris- 
ing those conducted on a strictly sole agency 
basis, or an organization of practically all agen- 
cies operating on the dual agency plan. 

The matter also will come before the Georgia 
Association, of which E. A. Erwin, of the 
Adair Realty & Trust Company, is president, 
in the report of the 
ferred with South Eastern Underwriting Asso- 


committee which con- 
ciation officials, but was unable to reach an 
agreement because the association officials de- 
clared they could not bind its company mem- 
The Georgia Associa- 
and 


bers to any stipulation. 
tion will meet in Columbus on Friday 
Saturday, April 18 and Io. 
$2,000,000 Increase in Capital Is Plan of 
Superior Fire 

At a recent meeting of the directors of the 
Superior Fire Insurance Company, Pittsburgh, 
it was decided to submit for the stockholders’ 
approval a proposition for authorizing $2,000,- 
This 
voted on by the stockholders on May 13. It is 
the 
whether the result of the vote is favorable, to 


000 additional capital. matter will be 


the purpose of directors, depending on 


pay in $250,000 this year. This sum will make 
the aggregate paid-in capital of the company 
$1,250,000. 


This move is in accordance with the pro 
gressive program previously mapped out by the 
company, and will permit negotiations of a 


much larger scale to be transacted. It will 
also enable better care to be taken of the agen- 
the 


cies belonging to the company throughout 
country. 











The facsimile copies of the DECLARA 











the John Hancock Company have travelled some. In their journey southward 

tS they have touched Johannesburg, South Africa, with a way station at Liberia, on es) 
i the African west coast. To the southwest they have gone as far as Melbourne, NY 
Re) Australia. At Guam, Hawaii, Philippine Islands, they can be found in the quarters RR) 
«A of the Army officers in the various Government institutions. Numerous copies i 
\\/  have been sent to Pekin, and to Tokyo. One has just been sent to the far north, WAY 
las to Juneau, Alaska. 
fo, Copies for framing can be secured free by addressing 
ex Department of Publicity 
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TION OF INDEPENDENCE issued by 
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FIRE INSURANCE TOPICS 











NEW YORK SURVEYS 
Retirement Funds.—The liberalization of 
the retirement rules of the New York Fire Pa- 
trol the 
favorable treatment in general in the Fire De- 
New York. 


services after all are very much the same and 


became necessary because of more 


partment in the city of The two 
as far as possible the patrol should be placed 
on a parity in conditions of service and retire- 
ment with members of the lire Department. 
Twenty-Five Years Old.—The 


meeting of the New York lire Insurance Rat 


annual 


ing Organization, New York city division, on 
the 12th the 
twenty-fifth anniversary of the New York lire 


Wednesday, instant, marks 


Exchange. The Exchange was or 
March 8, 


a doubting 


Insurance 


ganized on 18o9. There were many 


Thomases of nature on that day 
who felt sure that whatever else happened to 
the i 
twenty-fifth birthday, but it has. 

General Liability Rates.——Recent advances 


which have taken place in these lines in dif- 


Exchange it would not live to sce its 


ferent sections of the city are undoubtedly due. 
Probably the 
these advances in 


the 


only regrettable thing about 


other lines of property in 


surance is fact that they do not closely 


enough follow experience; that is, bad experi 


ence is allowed to run for some time before ai 


advance is made, and then when it has to be 
made the result is. disturbing. 

The Insurance Institute——-The good news 
has been received at the Institute offices to the 
effect that the bill for the proposed charter 
was introduced in the Legislaure on Monday, 
March 10, 1924. The general attitude of those 
who have been brought in touch with the prob- 
lem officially is helpful and hopeful. Certainly 
all friends of the Institute are hoping for the 
speedy passage of the bill. It is going to mean 
very much for the Institute. 


BOSTON AND VICINITY 
Chicago Company Admitted.—The Presi- 
dential F. & M. of Chicago, a new company 
July, 1923, 
Massachusetts. Joseph E. 


been admitted to 
Downey & Co. of 
It will 


organized has 
\Vater street are the agents of record. 
write fire only. 

Delaware Underwriters Agency.—Jordan, 
Read & Co. have been appointed to represent 
the Delaware Underwriters for Boston and the 
Metropolitan District. 

Speaks in Hartford.—Gorham Dana, man- 
ager of the Underwriters Bureau of New Eng- 
land, addressed the Security Insurance Club of 
Hartford recently on the subject of “Sprinkler 


Protection.” 
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NATIONAL LIBERTY | 2, sm } 


Organized 1859 


*# INSURANCE ISSUED f 








Tornado Windstorm 
Rent and Rental Values 





INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York Western Dept., 207 North Michigan Blvd., Chicago 


Losses paid since organization over 56 millions. 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 
LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 
, MAN IN HIS HOME TOWN. THINK IT OVER! 

















Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 
Tourist Baggage 


Marine 
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Ohio Farmers Insurance Company 


ES, Ohio Farmers Insurance Company! _ Fire, windstorm and hail 
insurance for farmers in Ohio and in other states. Satisfactory 


farm insurance since 1848. 


Seventy-six years ago, when this Company was organized its 
writings were confined to farm property. As time passed other lines 
were added. Farm business is no longer of major importance but 


still the Company is proud to be known as the Ohio Farmers. 


Farmers in Ohio all know and honor the Old Man on the 
Fence. The Company is almost a tradition with them. With the 
farms and homesteads is handed down, from father to son, faith in 


this grand old Company. 


Present day conditions have brought about the abandonment 
of agriculture by many who were brought up to look with pride upon 
the tilling of the soil. But when these erstwhile sowers and reapers 
betake themselves to the towns and cities they know that they want 
an Ohio Farmers policy on their town property because they have 


had satisfactory insurance for generations. 


And farmers, as a class, are not easy to satisfy. 


OHIO FARMERS 
INSURANCE CO. 


ORGANIZED 1848 LEROY, OHIO 


AMERICA FOR AMERICAN INS URAN ' CE 
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The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 
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“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


_ A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 800,000 


Surplus to Policy 
Holders....... 


Assets........... 


1,514,962 
3,806,949 








ADVERTISING TROPHY JUDGES 
Conference Prepares for Election to Na- 
tional Advertising Commission 

The judges for the awarding of the trophy 
of the Insurance Advertising Conference, pre- 
sented by the Phoenix Mutual Life, have been 
announced by President Leon A. Soper, adver- 
tising manager of the Phoenix Mutual, and will 
consist of the following prominent men; Chair- 
man, Festus J. Wade, president, Mercantile 
Trust Company, St. Louis, Mo.; Hon. E. T. 
Meredith, Meredith Publications, Des Moines, 
and P. L. Thompson, publicity manager, West- 
ern Electric Company, New York. 

The election of the conference to member- 
ship in the National Advertising Commission is 
expected to take place at the meeting of the 
latter body in Philadelphia, May 12 and 13. 
In preparation of this event the conference has 
elected commissioners as follows who will! rep 
resent it, together with the president, at Phil- 
adelphia. C. S. S. Miller, publicity manager 
of the North British and Mercantile, has been 
elected commissioner for three years; Clifford 
Elvins, advertising manager of the Imperial 
Life, Toronto, Can., commissioner for two 
years, and Harry A. Warner, supervisor of 
publicity, Maryland Casualty, one vear. 

Alpha General Makes Large Increases 

During the year 1923, the Alpha General In 
surance Company of Calcutta, India, made ex- 
cellent progress as regards its United States 
business, having increased its premium income 
by over $276,000 and having added over $380, 
000 to its premium reserve. It likewise in 
creased the assets of its United States branch 
by nearly $240,000. The company now has 
in the United States $2,065,148 of admitted 
assets, its chief liability being the reinsurance 
reserve of $1,344,478; while after making due 
provision for all liabilities it shows a surplus 
of $413,342. 


the company in this country aggregated $1,867, 


Last year the net premiums of 


929, this being the largest sum written in the 
United States in any one year since the com- 
pany began business in this country. Upon 
this amount of premiums its loss ratio was 
less than fifty-five per cent, while the expenses 
slightly exceeded thirty-five per cent, so that 
the total ratio of losses and expenses was 
barely ninety per cent of premiums, making a 
very satisfactory record for the year. 

The United States managers of the Alpha 
General are Fester, Fothergill & Hartung, of 
110 William street, New York. They are also 
American managers of six other foreign fire 
and casualty reinsurance companies, and the 
firm has won an excellent reputation among 
the insurance companies operating, in this 
country, as is indicated by the steady growth 
of the business of the Alpha General; for ex- 
ample, from $455,000 of premiums in 1920 to 
nearly $1,900,000 in 1923. The other companie 
managed by Fester, Fothergill & Hartung are: 
the European General Reinsurance Company 
of London, La Cubana Compania Nacional of 


Havana, the Nippon Fire of Tokio, the 
Northern of Moscow, the Warsaw of Warsaw, 
and the Union & Phenix Espanol of Madrid. 
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THE 


FIRE INSURANCE 
POCKET INDEX 


for distribution to policy- 
holders and prospects 


A WONDERFUL WORK OF 
REFERENCE—THE BEST 
AND EARLIEST CHART 


Every Fire Insurance Agent 
Needs it in his business 


The Fire Insurance 
Pocket Index 


contains a vast amount of 
condensed information, includ- 
ing Statistical Tables and Lists 
of 


ALL STOCK FIRE INSURANCE COM- 
PANIES 


operating in the United States 


200 IMPORTANT MUTUAL COM- 
PANIES 


ALL LLOYDS AND RECIPROCALS 
ALL UNDERWRITERS’ AGENCIES 


CLASSIFICATION OF PREMIUMS 
AND LOSSES 

UNDERWRITING PROFITS AND 
LOSSES 


Also other Useful Information 


It is the Earlieet Chart Published 
It is Issued Yearly in March 
It Contains 108 Pages 
and is 


A POCKET ENCYCLOPEDIA OF 
FACTS AND FIGURES 


It posts the agent and enables him 
to intelligently advise his clients. 


PRICES 
Per copy, Manila Tag, 75 cents 
100 copies, with imprint $30. 


Special rates for large quantities 


THE SPECTATOR COMPANY 


Publishers 
NEW YORK 
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FIRE REINSURANCE 





NEW INDIA 
ASSURANCE COMPANY 
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- “of Bombay _ 
a RY ae see eee = 


_ & Statement January 1,' 1924="" 








OSAKA 


MARINE & FIRE INSURANCE C0., Ltd. 


of Osaka 
Statement January 1, 1924 








at ana eeerve..........: $1,406,008.38 Premium Reserve........... $662,724.19 
Reserve for Unpaid Losses Reserve for Unpaid Losses 
and all other Liabilities.. 453,565.65 and all other Liabilities.. 175,381.24 
NET SURPLUS.............. 327,800.55 NET SURPLUS.............. 325,687.04 
TOTAL ASSETS.............$2,187,374.58 TOTAL ASSETS............. $1,163,792.47 
Cable Address SUMNER BALLARD, U. S. Manager Citeenn 
*“*Reinsurer New York’’ John 0788 


80 Maiden Lane, New York 













































A Company 
Worth Knowing 


From coast to coast, agents speak of their 
pleasant associations with this company. 
They are proud of it, for “‘back of each policy 
is the full strength of a powerful organiza- 
tion.” You could profit by representing it. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


508 Walnut St., Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, III. 
125 Trumbull St., Hartford, Conn. 
204-14 Pine Street, San Francisco, Cal. 
745 Georgia Trust Co. Bldg., Atlanta, Ga. 











SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


A\ ne: N. H. y} 











y FIFTY-THIRD 
PROGRESSIVE ANNUAL STATEMENT 
January 1.1923 


CASH CAPITAL $ 2,000.000.00 

ASSETS 11,254,752.93 
LIABILITIES.Except Capital 5.856.561 .84 
SURPLUS TO POLICYHOLDERS 5.398.190 .69 
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Miscellaneous Insurance 




















AEROPLANE INSURANCE 
“Collision” provision in a policy on a 
Curtis fying boat permits recovery for dam- 
age from waves after the plane had drifted 
to shore, since “collision” means any violent 


contact. 

A Curtis flying boat of which plaintiffs were 
owners, was proceeding on its own power from 
Daytona to Palm Beach, Fla. While flying over 
the sea, the engine went dead and the pilot 
brought the flying boat to the water to make 
the necessary repairs. It proved impossible 
to start the engine and the plane drifted for 
several hours in the open sea—eventually drift- 
ing onto the beach, where a heavy surf was 
running and the plane was badly damaged by 
the breakers, after grounding upon the beach. 
Plantiffs claim that the collision indorsement 
upon the policy covers the damage caused by 
the waves, after the plane had alighted upon 
the water without damage. The collision in- 
dorsement reads as follows: “In consideration 
of the warranties and stipulations of this pol- 
icy, and of an additional premium of $900, this 
policy covers direct loss or damage to the plane 
described herein, caused by collision with the 
earth (including land or water), or any ob- 
ject moving or stationary, except collisions 
occurring while the plane is in hangar or work- 
shop, or in the care of workmen for purposes 
of repair, provided that each loss shall be ad- 
justed separately, and from the amount of 
each loss when determined, the sum of three 
hundred dollars shall be deducted, and this 
company is liable for loss or damage in ex- 
cess of such amount only.” 

Different courts have interpreted the word 
“collision” in different ways but this court has 
already decided that collision means any “vio- 
lent contact” and it is not necessary that both 
bodies be in motion. There are only two ex- 
ceptions in the policy and neither exception ap- 
plies to this case. If there is any doubt or 
ambiguity in the policy, such doubt must be 
resolved in favor of the insured. 

Judgment for the plaintiff. 

Gans vs. Columbia Insurance Company (Sup. 
Ct. of N. J., 1924), 123 Atl. Rep. 290. 





FIRE INSURANCE 


The court will not remove an appraiser 
appointed to adjust insured’s loss in absence 
of evidence as to his incompetency. Where 
the award is made substantially in accord 
with provisions of the policy, the court will 
Not go into the technicalities of appraisal 
and attempt to revise opinion of men admit- 
tedly qualified; Church is entitled to have 
appraisers estimate cost of replacement. 

The North Dutch Reformed Church of New- 
ark was damaged by fire, being insured with 
fourteen insurance companies in the amount of 
$160,000. Thirteen of the companies settled, 


2 SUTATIC EC 


By Joseph @. Seller of the New York Bar 


———— —— 





but this defendant disagreed with the figures 
and refused to pay. Under the agreement, the 
Church appointed one appraiser and the insur- 
ance company appointed another and, as they 
could not agree upon a third, an umpire was 
appointed by the court of common pleas, pur- 
suant to statute. The umpire and one appraiser 
signed an award, but the appraiser appointed 
by the insurance company declined to sign it. 

The insurance company claimed that the 
umpire was incompetent and asked for his re- 
moval. Held that there was no evidence to 
establish his incompetency and the award as 
finally made was reasonable and without fraud. 
The court is not justified in going into the 
technicalities of an appraisal and attempting to 
revise the opinion of men admittedly qualified 
and competent. 

The Church is entitled under the policies to 
have the appraisers estimate the cost of re- 
storing the Church in the same condition as 
it was in before the fire. The evidence showed 
that some of the girders were damaged by fire 


and the report, as filed, provided for new girders. 


The Church, upon rebuilding, did not replace 
these girders with new ones but merely re- 
paired the damage. In any event, the Church 
was entitled to the vaiue of the replacement. 
The same thing may be said of a stained glass 
window which cost $12,000 to import from 
abroad—to estimate the replacement value at 
$2000 is ridiculous. 

No benefit could be derived from requiring 
the umpire to proceed in a more formal and 
technical manner. As the competency of the 
appraiser was proved, this court cannot compel 
him to change his figures. 

Bill dismissed. 

Caledonian Ins. Co. vs. North Dutch Re- 
formed Church (Court of Chancery of New 
Jersey), 123 Atl. Rep. 242. 





Whether the insured signed the warranty 
or not is a question for the jury. Distinc- 
tion stated between a “representation” and 
a “warranty.” 

The beneficiary brought action upon a policy 
of insurance issued by defendant company upon 
the life of her brother. Prior to issuance of 
the policy the insured was required to submit a 
statement in regard to his health and to warrant 
that his answers to the questions in the applica- 
tion are “strictly correct, complete and truth- 
ful!” 

A physician was called as a witness who was 
asked as an expert whether a man who died 
on February 14, 1922, from consumption was 
afflicted with that disease three months prior 
thereto and this question was answered in the 
affirmative. It was proved conclusively that 
the insured died of tuberculosis. 

The plaintiff claimed that there was testi- 
mony which tended to show that the purported 


Lie 
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signature of Colvert to the application was not 
his signature and that he did not in fact make 
any warranty as to the condition of his health. 

The trial judge, upon this testimony, directed 
a verdict for the plaintiff. Held this was error, 
for the jury might have found from the testi- 
mony that the insured had signed the warranty 
and was suffering from consumption when he 
applied for the insurance. 

“The policy itself recites that it was issued 
upon the express representation of the applicant 
that he was then in good health, and that it 
might be delivered as a contract of insurance 
only on that condition, and appellee insists that 
if there was a representation only that the 
applicant was in good health the policy would 
not be avoided because the answer was false, un- 
less the applicant knew it was false. This 
exist between a_ representa- 
tion and a warranty. The statements warranted 
to be true must be true, whether the ap- 
plicant knows the truth or not, whereas a mere 
representation would not defeat the policy un- 
less the applicant knew the falsity of the fact 
stated to be true.” 

Whether there was a warranty or only a 
false representation, there was a question to go 
to the jury, for the insured when signing the 
application may have known that he had con- 
sumption. 

Judgment reversed and cause remanded. 

Mississippi Life Ins. Co. vs. Meadows. (Sup. 
Ct. of Arkansas), 255, S. W. Rep. 293. 


difference does 


ALBANY LEGISLATION 
Progress of Insurance Bills Slow 
ALBANY, N. Y., March 12.—The past week 
showed but little progress with the advance- 
ment of insurance bills in the legislature. Thus 
far the Senate insurance committee has held 
no meetings, and no insurance measures have 

been taken up as yet by the Senate. 

Assemblyman Hutchinson’s bill, just passed 
by the House, amends section 86, insurance law, 
relative to the method of computing reserves 
surety insurance companies. 

By a vote of the House, Assemblyman Bun- 
gard’s bill has been recommitted, amending the 
general business law, so as to authorize a ware- 
houseman to procure fire insurance on any 
goods left for storage, and to charge the ex- 
pense to the depositor. 

Bills reported out favorably from commit- 
tees of the House and placed on the order of 
second reading, including Assemblyman Wick- 
ham’s, amending the general corporation law 
by providing that certificates of change of name 
of mutual insurance companies may be author- 
ized by a majority of members present at an 
annual or special meeting. 

Another bill reported favorably from the 
House committee, with amends, was Assembly- 
man Joiner’s, amending section 282-b, highway 
law. 


of casualty or 
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Help Wanted 
















JUNIOR ACTUARY WANTED 
Young man or woman who has passed one or 
more examinations of the Actuarial Society 
of America. Opportunity to secure a wide 
and varied experience. Replies confidential. 


WOODWARD, FONDILLER and RYAN 


CONSULTING ACTUARIES 
75 Fulton Street New York City. 





| MAJESTIC BLDG., 





Actuarial 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


DENVER, COL. 



















rubdiic Accountant 





















HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa. 


Hume Mansur Bldg. 
Hubbell Building 
























Prominent Agents and Brokers 








JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 








mobile-Hartford National Hartford Casualty Co. 
American Equitable U.S Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 















JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


Actuarial 














F JAMES H. WASHBURN, F.A.I.A, 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate 
Group, Industrial and Special Classes, ' 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITy 


ec, 








A 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 














25 FRANKFORT ST. NEW YORK 
T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 

















Actuarial 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, PF. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 
50 BROAD STREET NEW YORK 





| 


A. SIGTENHORST | 
CONSULTING ACTUARY | 


I] 


i 


National City Bank Bldg., WACO, TEXAS 

















' MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


al 





FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 





















Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street, New York 








Conservation Specialists 


THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La. Salle St. Chicago, Ill. 
References Covering Past 23 Years 
















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST, 
NEW YORK 











ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 

















Consulting Engineers 





FREDERICK A. WALDRON | 


CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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29 South La Salle St., Chicago || 
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Casualty, Surety. Etc 








Statisticians 
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STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 














Are We Apt Students? 
(Continued from page 21) 


who is equipped with blank applications, and is able 


insurance for the man who has recently 


doctor that the uncomfort- 


to secure 


been told by his family 
able, abnormal feeling complained of might mean a 


stomach ulcer, or a bad appendix, or any one of vari- 
not yet enough to 
It is a simple matter to secure 


ous similar conditions, serious 


cause actual disability. 


that prospect’s application. I wonder if you realize 


the high proportion of risks of this character that you 


accept on applications submitted by part-timers. 
Atrivupe oF CLAIM DEPARTMENT 
Having determined upon the form of policies de 
sirable to issue and upon the proper methods for 


selling them, next in logical order is the question of 
our attitude toward claimants once the policies have 
heen sold. In this particular respect, I believe we 
made splendid progress in the past few years. 


I remember during the early days of my attendance 


have 


at the conference meetings, I was surprised and dis 
number of men, particularly among 
the officers of the smaller companies, who freely ad 


appointed at the 


mitted that it was their practice to take advantage of 


every technical defense provided under their policy 


contract. TI frankly believe that there are compara 
tively few in the field to-day—I hope none of the 
members of this organization—who are not making 
it their general practice to use technical defenses 
only when it is necessary in order to protect them- 
selves against the payment of illegitimate claims. To 
decline to consider a claim because the claimant has 


forgotten to notify you of his injury until the twen 
ty-first d 
he 


y. whereas his policy provided notice must 
given within twenty days, is only to add to the 


prejudice already existing to an unfortunate degree 


against our business. A man who can come more 
nearly to placing himself in the other man’s position 
and correctly understand his viewpoint, is the man 


who attains the greatest success in business, whether 
adjuster, a company president, a mer 
chant cr a banker. That’s must all try 
that’s what I believe the 
departments of our 


striving to do and that is 


] 


he he a clain 


what we 
to do: 
of the 
tions are 


men at the head 


claim respective institu- 


what every insur- 


ance worthy of the name intends to do for the 


benefit of companies and the best interests of policy- 


man 


holders, 


Wuat Can WE Arrorp 1Nn Losses? 


Before closing this discussion, let me comment upon 


the increase in loss ratios, which has occurred with 


past fifteen 


$26,000,000 in 


During 1909 when we col 
health 
ratio 


in the years. 


accident and 


$11,053,000, a 


premiums, 
of 40 


lected 


we paid in claims per 


cent. In 1922, out of $67,000,000 in premiums, $34,- 
000,000 was returned in benefits to policyholders, or 
over 54 per cent. I am glad to see this increase in 
loss ratio, and I hope that within another ten years 


it may attain a still higher ratio. In order, however, 
that 


percentage of 


companies can continue to return an increasing 
premiums in benefits to policyholders 
absolutely necessary that expense ratios be sub 
stantially Just com- 
panies are receiving a great deal of unfavorable pub- 
Insurance Commis- 
New York 


particularly the same situation has recently existed in 


it is 


reduced, now fire insurance 


licity over the demands of the 


sioners to reduce agency commissions. In 


connection with general casualty companies. In the 


natural course of events, our turn will come if we 
do not take The old 
custom of paying the same, or practically the same, 


and 


ourselves steps to prevent it. 


renewal commission each year under accident 


health policies must, in my opinion, be discontinued. 


Accident and health insurance is rapidly coming to 
be looked upon more as a form of life insurance. 
Practically all life companies, since they now issue 
double indemnity and disability benefits, are actually 
engaged in the accident and health business. Re- 
cently two of the leading weekly insurance journals 
have evidenced their recognition of a change in the 
viewpoint toward accident and health insurance by 


including accident and health news in the special life 
The Insur- 
existence both a 
life and casualty business, several years ago took acci- 
health 
partment and put it 
Life, 


section of their publications. Travelers 


ance Company, the largest in doing 


dent and insurance out of their casualty de 


under the supervision of their 
health 
from 


and 


life managers. accident and insurance is 
property in- 
there- 


with the 


personal insurance, distinguished 


surance. The general practices customs, 
that grown up in 
development of life 
will be, applied more and more to the conduct of our 
This that com 
salesmen by a larger first commission and 
a much likely to be 
come the method of compensating accident and health 
fact it has been 


fore, have connection 


insurance can be, and I believe 


business, means then the method of 


pensating 


smaller renewal commission is 


insurance salesmen. In already 


in the issuance of non-cancellable forms, as 


well as by those specializing in so-called business and 
reduction 


adopted 


professional men’s policies. A_ substantial 


n lower expense ratios, and 


in commissions will result 


lower expense ratios permit higher loss ratios with 


out endangering the financial strength and security of 


our institutions. 


Tue Lapse Prosrem A BiG On} 


Perhaps our biggest problem is that of reducing the 


abnormal lapse ratio which we all experience. With 
the reduction in renewal commissions and the ques 
tion of lapsation successfully solved, we will indeed 


have taken a great step forward in reducing the ex 


penses of operation, because then we will no longer 


be obliged to expend such tremendous sums in first 
year commissions to replace the business lost through 
that I have 
resulting 


lapsation. Of course, the conditions 


mentioned, the disappointments 
lack of 
disappointments resulting when the insured has failed 
secured 


heretofore 


from the coverage under restricted policies, 


to understand his contract, perhaps because 
through a part-timer had little 


edge concerning it, and the antagonism resulting from 


who himself knowl- 


technical claim adjustments—all these inevitably exert 
a tremendous influence upon lapse ratio. I am con 
vinced, however, that no matter how unlimited our 
contract, or how efficient our sales force, or how 


generous our claim adjusters, that so long as we place 
no greater penalty upon lapsing than at present, we 
shall not make substantial this 
Again I refer to the plan on which the non-cancellable 
insurance is issued, because I believe that in estab- 
lishing a rate based upon the age of the insured with 


headway in respect. 
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a minimum at age twenty and a higher rate for each 
age up to the maximum age limit that there has been 
devised a basis that sooner or later must be adopted 
When a holder of 
in event of lapsing his 


by us all. our disability policy 


is made to understand that 
that 


to pay in accordance with his present age rather than 


policy in order to replace it he will be obliged 
his original rate, then we will have done more toward 
preventing lapses than we can do by any other means 
at our command. I am almost impatiently awaiting 
the time when the statistical department of this con- 
ference intelligent upon 
the statistics, assembled by an analysis of the figures 
submitted by the various company 
@ proper and scientific rate on 
insurance 


can give us advice based 
members, enabling 
determine acci- 
health 


the insured. 


us to 


dent and according to the age of 


EXPERIENCE BY GEOGRAPHICAL LOCATION 
There is one other question on which we should be 
“Apt Students,” that is, the 


various States in which we 


extent of losses in the 


operate. Let us not for- 


get that our experience in these States, while largely 
determined by the general health of the population and 


general sanitary conditions, is also influenced by the 


laws in effect, either by statutes or court decisions 


pertaining to our business. My company has_ been 


our business by 
and it devel- 
In two States 


making a careful analysis of 
States during the 


oped some very interesting information. 


very 
past few years has 
in particular if we were to rely upon our own experi- 
either from 
those fields cr substantially increase our rates on busi- 
We 
comparatively small amount of 
single 
we were justified in taking such 


ence we would immediately withdraw 


therein. hesitate only because we 
with the 
transacted by a 
not be certain that 
If, on the other hand, our statistical bureau 
secure their 


geographical combined 


ness issued 
realize that 
business company, we could 
action, 
conference members 
ratios, out of their 
statistical data for distribution 
could better determine what 


When we can 


would from all 


loss and 
experience prepare 
among the members, we 
our future course of action should be. 
intelligently build our premium rate, based upon known 
ratios, charging a States 
where drastic legislation court deci- 
sions have made it more expensive to the citizens of 
such States to secure safe and satisfactory protection, 
there will, in my opinion, be less eagerness on the part 


loss higher rate in those 


and unfriendly 


of State legislators and courts to impose unreasonable 


and unfair laws business, responsible more 


than 


dependency 


upon a 
factor for the prevention of 


citizens. 


any other one 


and distress among its 


I Am aA CyNIc 

Over in the Jewish Chicago a 
asked her class one day who could tell her the differ- 
a cynic. Tittle Ike, 
“Alright, Ike,’? said the 
“Please, teacher,” 


NEITHER A Stotc Nor 


section of teacher 


ence between a stoic and twelve 
years old, hand. 
teacher, “What is the difference?” 
Ike, “A boid 


and a washes 


raised his 


brings the haby 
after he 
somewhat critical of 


says stoic is the what 


cynic is what you him in 


Because I have been 


comes, 


some of the practices still indulged mm, and have ex- 


pressed some disappointment over the lack of prog- 
ress we have made, please do not believe that I am 
cither a stoic or a cynic. While it seems to me that 
our business should have progressed much more rap 
idly than it has, we have made progress and in my 


the great- 
growth and has 
ever known. In choosing the title for this discussion, 
“Are We Apt Students?” it 
my helief that if we are to come anywhere near meas- 


opinion are standing to-day at the dawn of 


est era of development the business 


was merely to emphasize 
uring up to our opportunities, it will only be because 
and 


lem and phase of the business. 


we do study earnestly intelligently every prob 
I want to live long 
enough to see the time when the business of accident 
and health underwriting takes its rightful place along 
with life and fire insurance. I believe I may see that 
time if we will be in fact earnest and apt students of 
this great business, ever ready to discard an old idea, 
to adopt a new one when by so doing we can more 
and more economically provide every work- 
ing man to their 
happiness and comfort—a certain, permanent and un- 


interrupted income. 


efficiently 


and woman with a thing as vital 
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mit HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 


President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 








INTERSTATE CASUALTY CO. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


B 
HICAGO SAN FRANCISCO Houston 


Cu q 
830 Insurance Exchange Alaska Commercial Chronicle Building i. 
Building Building # 
LOouISVILLE SaLt Lake City ALBUQUERQUE 
Gaunt & Harris 1015 Boston Building 112 South Third Street 
Speed Building 














yor ¢ & Sry Os; 
as sont Ms. 


vont do mae tion 


| -RUTOMOBILE 
SPRINKLER 
LEAKAGE 


TORNADO s 
USE AND ey I 
OCCUPANCY 


UNITED Shania BRANCH 


110 William Street, New York 
Horatio N. Kelsey, Manager 





We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 
vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 

















A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE} 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or- 
dinary and Industrial Straight 
Life Insurance. 


Home Office 


NASHVILLE TENNESSEE 











“WHAT YOU ARE |. 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE — AGENT RIGHT 
D 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 
PRICES: 
Sample copy 50 cents 
12 Copies m 100 Copies 
25 Copies A 500 Copies 
50 Copies 15.00 1000 Copies 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











